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A standing seam roof that is permanent 


TAN DING SEAM roofs are easily laid and are water-tight. Send for Bulletin S-1 
re aoe you can add to these characteristics the weather and time ; 

sistant, rust proof qualities of zinc. Standing Seam roofing is Th N J Zi Co 
now supplied in Horse Head Rolled Zinc. “ e New ersey nc mpany 
, Standing Seam Horse Head Zinc Roofing is shipped in casks, EAablished 1848 

omplete with clips, nails and full instructions. Each cask con- 160 Front Street, New York City 
tains sufficient to cover one square. F CHICAGO: PITTSBURGH _ SAN FRANCISCO » CLEVELAND 

Mineral Point Zinc Company - The New Jersey Zinc Sales Co, 


: Horse Head Zinc Roofs endure. They do not rust. They need 
© protective coatings. The world's Standard, for zine produds 
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An Easy Payment Plan 
That Really is Easy! 


Unless an easy payment plan lives 
fully up to its name, itmeans littletoa 
dealer in business, "good will or any- 
thing else. It very often | happens that 
the explanation of sucha plan sounds 





“We find the Mueller Finance Plan is a BIG ASSET | 


toward making sales.” 
SANITARY HEATING & VENTILATING CO. 


Indianapolis, Ind. | 


so complicated that your prospect is 
actually frightened by its many pro- 
visions, most of which sound as 
though it were on a “dealer-take- 


all” basis. 


Not so the Mueller Easy Payment 
Plan. It has been simplified to the 


highest possible degree. It requires 
only one signature by the customer, 
instead of many. It gives you your 
profit immediately, and the full cash 
price in a few days. You tie up no 
| “Your easy payment plan has enabled me to make | 

| quick turnover and more sales.” 


LOUIS E. SCHAEDE, 
_ Chicago, Ill. 


coated wad are not bean by col- 
lection details. 

And there are other advantages to 
handling Mueller Furnaces — more 
than we can tell you here. A post 
card will bring you our com- 
plete story. 


L. J. MUELLER FURNACE COMPANY 
193 Reed Street, Milwaukee, Wis. 
Makers of Warm Air, Steam, Vapor and Hot Water Heating Systems, Garage Heaters, etc. 
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Service Department freely; it is yours. 





AN INVITATION 


AMERICAN ARTISAN courteously invites and urges you to participate in 
the privileges and benefits of its Service Department. Any phase of the warm air 
heating and sheet metal industries or stove sales and window display questions may 
be profitably and instructively discussed in this department. If your problem is a 
knotty or technical one, submit it to the Service Department and secure the benefits 
of the opinions of other men. It is an exchange information department, and you 
are asked to relate your accomplishments and tell how you have surmounted diffi- 
culties. Wherever possible rough sketches or photographs should accompany the 
questions or suggestions, as they always make clear the points involved. Use this 
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A Booklet You Cannot Afford to Be Without 


D° you want your share of INTER- Copy suggestions are furnished which may 


NATIONAL Business? The business be used verbatim or modified to suit your 
special field or to include something about 


that is being developed by our roofing, plumbing or repair work. 
vertising, our salesmen — Ss 
— oo 7 ke Pa of: d : No live furnace dealer can afford to / 
and the good will of satistied users. be without this complete booklet on 
o I ° aA’ 
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Salesmanship Means More Than 
Taking an Order for Beans When 
a Man Is Hungry 








HEN some people talk about salesman- 
ship they mean the ability to “put 
it over.” 

That is not salesmanship. 

It may be that these men consider immedi- 
ate results only and let the future take care 
of itself. 

But, nevertheless, “putting it 
“setting away with an order,” is about as far 
removed from true salesmanship as midnight 


over’ or 


is from high noon. 

A book agent may force an order for a set 
of Balzac’s works from you, but unless you 
are really a lover and student of fine literature 
he did not make a real sale. 

To be sure, he got your order, but somehow 
you will always look at that bunch of books as 
something that does not serve any useful pur- 
pose in your life, and regret the expenditure 
—so he did not make a real sale. 

On the other hand, if he had been able te 
make you see the beautiful word pictures that 
Balzac is famous for and if you made the pur- 
chase because of what you were convinced 
you would find in those books—then he exhib- 
ited real salesmanship. 

Taking a man’s order for something that 
he really wants and that he knows he wants 
requires no more salesmanship than is exhib- 
ited by the waiter in the lunch room who rat- 
tles off a lot of unintelligible stuff and then 
fetches you a plate of beans, because that is 
all you can think of at the moment. 

But if that waiter knows that the cook is 
able to fix up a sirloin steak just right and if 
he pictures that steak to you just right—then 
he shows salesmanship, and your bill is $1.50 
instead of 35 cents, his tip is 25 cents instead 
of a nickel, and you feel like a king when you 
get through with that meal—and incidentally 
the restauranteur makes a real profit. 

One of the great troubles that so many 





retail merchants have to bother with is the 
lackadaisical attitude of their socalled sales- 
men. They are too much like the pork and 
beans waiter. 

But one of the chief reasons for this lacka- 
daisical attitude of the salesman is the failure 
of the merchant himself to take them into his 
confidence and to inspire them with an inter- 
est in their work. 

[t is all very well to say that it is to the 
salesman’s own interest that he sell as much 
as possible to every prospective customer that 
he meets in the store, but why not make it 
really worth his while, by showing him in an 
way just how his compensation 
depends on his selling activity, such as for 


explicit 


example a definite bonus for sales above a cer- 
tain amount, or a certain sum extra for every 
sale of a range, a washing machine, vacuum 
cleaner or other special article! 

In the long run the salesmen’s salary must 
depend largely on the amount of his sales. 
Why not work out some equitable basis for 
his compensation that he will recognize! 

The business of the hardware merchant is 
retrograding in many sections. Lines that 
were always thought of “Hardware” twenty 
years ago are now sold very largely in furni- 
ture stores, in drug stores, in specialty stores 
of one sort or the other? 

And these other stores make money on the 
sale of these lines—stoves, ranges, washing 
machines, vacuum cleaners, electrical house- 
hold utensils. 

Is there any good reason why you, as a 
progressive hardware merchant, should not 
be able to devote this energy and thought that 
is required to sell these lines at a profitable 
rate? 

It is being done by some hardware mer- 
chants and with highly profitable results. 

You can do the same. 
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Random Notes and Sketches. 


By Sidney Arnold 

















Art Matson, who sells sheets and 
a few portable ovens and other prod- 
ucts of the Wheeling Corrugating 
Company, is about as hale and 
hearty looking as any man I know 
of, and he sure enjoys married life 
after a hard week’s work. 

But he has a friend by name of— 
well, we'll call him George, because 
that isn’t his name. 

George would have made a good 
Coué patient. He had retired from 
business, and devoted all his time 
to nursing and coddling himself. 
Now he had neuritis, now it was in- 
somnia, now rheumatism laid him 
low. and now gastritis racked him. 


As George limped down Main 
street on his crutches one day—he 
was a prey to rheumatic gout at the 
time—he met his robust and hard- 
working friend. 

“By gosh, Art,” he said, “I'd give 
anything I own to be as well and 
streng as you are. What do you 
live on, anyhow ?” 

“T live on fruit,” Art answered. 

“Fruit?” said George, eagerly, 
“Sounds good. I'll try it. What 
kind of fruit?” 

“The fruit of labor,” said Art, as 
he hurried off. 

* * * 

dill Klauer is a man of excep- 
tionally keen judgment, besides be- 
ing a real good fellow, as all those 
who know him will agree. 


In the first place, he selected as 
his father a man who had learned 
how to make sheet metal into all 
sorts of useful and ornamental 
things and who built up a big busi- 
ness in sheet metal products, now 
known as the Klauer Manufacturing 
Company. In the second place, he 
learned the trade from his father, 
and finally put himself in as head 
of the Company. 


In the third place, he saw to it 
that a good tin roof was handy 
when the occasion required it by 
allowing a big building to be put up 


across the street from his factory 
about ten years before he was born 
and having his father lay a tin roof 
on it which is in extra fine condi- 
tion today. 

In the fourth place, his entire 
office is in itself a fine example of 
what can be accomplished with metal 
ceilings and side walls. 

In the fifth place, he has asso- 
ciated with him as salesmanager 
R. I. Schuppener, who ,not only 
knows good sheet metal and how to 
sell it, but also can show the sheet 
metal contractor how to make money 
by selling good sheet metal work. 

ok By Kk 


A. J. Abels, of the Forming Ma- 
chine Company, Buffalo, New York, 
came in to see me one day this 
week. 

He was certainly looking fine and 
was very enthusiastic about his new 
double truss machine. 

x * x 

W. F. Wise, of the Wise Fur- 
nace Company, visited the conven- 
tion at the Sherman House, Chicago, 
on his way through Chicago last 
week. 

He had a delightful visit with me 
and said he was glad he was able 
to visit with the “old gang” once 
again. 


* * 


Henry M. Joda, who is in the 
sheet metal contracting business 
near the junction of State and 
Archer in Chicago, had some busi- 
ness in the Municipal Court the 
other day when an elderly man of 
ultra-convivial habits, but withal 
learned and bookish, was haled_ be- 
fore the bar of justice. , 

“Ye’re charged with bein’ drunk 
and disorderly,” snapped the judge. 
“Have ye anything to say why sen- 
tence should not be pronounced ?”’ 

“Man’s inhumanity to man makes 
countless thousands mourn,” began 
the prisoner in a flight of oratory. 
“IT am not so debased as Poe, so 
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profligate as Byron, so ungratefyl 
as Keats, so intemperate as Burns, 
so timid as Tennyson, so vulgar as 
Shakespeare, so—” 

“That'll do, that'll do,” inter. 
rupted the judge. “Ninety days, 
And, officer, take down that list of 
names he mentioned and round ’em 
up. I think they’re as bad as he is,” 

* * * 


Harry Neal took his lunch in a 
down-town restaurant during the 
recent hardware convention in In- 
dianapolis so as to have more time 
to tell about their Victor furnace 
with the intercepting heat convey- 
ors. On the second day he was dis- 
pleased : 

“Waiter,” growled he, “I should 
like to know the meaning of this! 
Yesterday I was served with a por- 
tion of mince pie twice the size of 
this.” 

“Indeed, sir!” replied the waiter. 
“Where did you sit?” 

“By the window,” 
Harry. 

‘Oh,” that explains it!” said the 
waiter. ‘We always give the people 
at the windows a large helping. It’s 
a good advertisement.” 


answered 


* * * 


For some years we have been 
treated to stories about shortage of 
coa! and sugar, just before the heavy 
buying takes place. 


Here is a good example of what 
the average person thinks of these 
stories, but somehow it does not 
seem to make much difference to the 
coal man or the sugar maker: 


Opinion of an Expert. 


Absolute knowledge I have none, 

But my aunt’s washerwoman’s son 

Heard a policeman on his beat 

Say to a laborer on the street 

That he had a letter just last week, 

Written in the finest Greek 

By a Chinese coolie in Timbuctoo, 

Who said the niggers in Cuba knew 

Of « certain man in a Western town 

Who got it straight from a circus clown 

That a miner in the Klondike had the 
news 

From a gang of South American’ Jews 

Of a certain man in Bamboo 

Who said his brother quite well knew 

A swell society female rake 

Whose mother-in-law would undertake 

To prove that her seventh husband’s sis- 
ter’s niece 

Has stated in a printed piece _ 

That she has a son who has a friend 

Who knows when tlie sugar shortage 15 
going to end. 
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Allen Submits Plans for Heating a Double House, W hese 


It Is Required to Heat Each Room Separately. 


The First of a Series of Five Articles Which Mr. Allen 
Will Write Embodying Plans for Heating Private Dwellings. 


Written especially for AMERICAN ARTISAN by James Charles Allen, Heating Engineer with International Heater Company, Utica, New York. 


HE jollowing article is one of 

five that James Charles Allen 
will write for AMERICAN ARTISAN 
during 1924. These articles will 
contain heating plans of single 
homes, both city and country condi- 
tions—plans of churches and ga- 
rages—gravity and forced circula- 
tion. 

The plans submitted are those 
that have been in use for some time. 
In all conditions of weather they 
have given the best of service and 
satisfaction. 

This article will deal with the 
heating in a double house con- 
structed in 1895 in Rockford, Illi- 
nois. The writer well remembers 
the arguments the heating contractor 
put up to the owner about the fool- 
ish expense of putting return cold 
air from every room in the house. 

This arrangement permitted the 
owner to rent to tenants who rented 
single rooms, as every room would 
heat satisfactorily with doors closed. 
The heating is of .the single unit 
type, individual runs to each room, 


none doubled. The return air is 


carried to brick-lined ducts under- 
neath the basement floor. The ducts 
have 3-inch cement floors in them 
and are covered with three layers of 
roofing slate with 4-inch concrete 
over top, which is the finished base- 
ment floor. 

You will note there is return air 
from every room, including bath 
and kitchen. Leaf wall registers 
were used for heat, except in the 
library, which is a floor register. 
The return air is taken back through 
the gratings at floor in base board. 

You will notice that the returns 
are in outside or inside wall, wher- 
ever most convenient, and are next 
to the heat, also at farther wall from 
where the heat enters. 

The return ducts in outside walls 
are lined with No. 30 galvanized 
iron on the weather side. This keeps 
air from blowing in from outside. 

The circulation in this job is per- 
fect. The heat in the kitchens and 
bathrooms enters five feet above the 
floor. There has never been a time 
that odors from kitchen or bathroom 
traveled through the furnace. 














Exterior View of Double House, the Heating of Which Was Planned by 
James Charles Allen. 


Each house contains 13,260 cubic 
feet of space and are cared for by 
one 20-inch Carton furnace manu- 
factured by International Heater 
Company. These have been in suc 
cessful operation for 29 years. 

The smoke pipes are unusually 
long and are replaced every five 
years. Had there been such a thing 
in 1895 as a cast iron smoke pipe, it 
would haye been economy to install 
it. All of the heat runs, except 
dining and library, are 9-inch, these 
runs being 10-inch. This loads each 
furnace with two 10-inch runs and 
seven 9-inch, or a total of 597 
square inches of warm air off of 
each 20-inch Carton furnace. There 
are ten cold air returns, each 56- 
inch area, or 560 square inches. 
The ducts under the basement floor 
are of 20 per cent greater area and 
have a combined area of 672 square 
inches—all provided with cement 
covered manholes in each duct, 
which allows cleaning once a year. 
This house faces north, and in 29 
years this installation has been in, it 
has heated satisfactorily in all kinds 
of weather during this period, with 
outside temperature at 35 degrees 
below sometimes. 

The registers used are 10 per cent 
greater in free air area than the sin- 
gle tin stacks, which are 4x14 inches, 
both first and second floors. The 
floor registers in living rooms are 
10x14 inches. There is not a place 
to or from the furnace where the 
air space is choked. 

Smoke dampers are installed in 
each smoke pipe and end checks are 
used, with control chains and plates 
in front hall. 

Although now I never return air 
from bathroom, using a vent alone, 
in this case a Douglas Gas Water 
Heater was used to heat the bath 
water. The heater had a 3-inch 
vent through the ceiling and into 
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chimney, which properly vented 
bathrooms. 

However, in my present day prac- 
tice I do use returns from the 
kitchen, where location makes it 
necessary, with so apparent disad- 
vantage. 

If you are cooking garlic 
onions in the kitchen, the odors go 
through the communicating doors, 


not through the return to the fur- 


or 
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G. Y. Burrus Goes to Sioux City, 
Towa, with Standard Furnace 
& Supply Company. 
Announcement is made that G. Y. 
Burrus, formerly of Lincoln, Ne- 
braska, is now Treasurer and Gen- 
eral Manager of the Standard Fur- 
nace & Supply Company, Sioux 
City, Iowa, and his address is now 
3814 Fifth Avenue, Sioux City. 
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First and Second Floor Heating Plan of Double House Referred to in Accom- 
panying Article. 
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forth reach Mr. Burrus at that ad- 
dress. Incidentally, Mr. Burrys 
was kind enough to say that he could 
not do without AMERICAN Artisan. 
especially since he took his new po- 
He prices and 
quotations are always in advance. 


sition. says the 


Special Effort Will Be Made 
to Legalize Maintenance 


of Resale Prices. 


No less than 600 commercial or- 
ganizations, the majority national in 
scope, are backing the Kelly and 
Merritt bills legalizing the mainte- 
nance of resale prices of identified 


merchandise. This is the estimate 
of Edmond A. Whittier, Secretary- 
Treasurer of the American Fair 


Trade League, who is in Washing- 
ton conference with the 
authors of these measures and the 
leaders of the House Committee on 
Interstate and Foreign Commerce. 


for a 


Both bills have already been re- 
introduced by their sponsors and it 
is confidently expected that the mili- 
tant support of the vast army of 
business men already lined up be- 
hind them will bring about an early 
hearing before the committee to 
which they have been referred. 

“An early decision in this matter 
is due the purchasing public of the 
country,” says Mr. Whittier. “The 
present situation resulting from un- 
reconcilable decisions in the Colgate 
and Beechnut cases is intolerable. 
Under these decisions the right of 
refusal to sell has become so con- 
fused that the consumer is deprived 
of any protection against retail 
profiteering through the general mis- 
use of standard goods as fictitious 
bargain bait. 

“The good ‘will thieves are now 
operating with impunity and the 
honest quality producer of a stand- 
ard article is helpless to protect 
either himself or the public. We 
are looking to the chief law-making 
body of the Nation for relief and 
have no doubt it will be granted at 
the present session. 

“The situation is serious and calls 
for prompt congressional action. 
These bills are simple. They merely 
manufacturers . of 


restore to 
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branded, well advertised and well 
known goods the legal right to name 
q fair uniform living price at which, 
no more or no less, such products 
shall be resold. 

This legislation will protect every 
legitimate merchant in his fight for 
square dealing. with the public and 
will help the consumer by removing 
the main prop from fake bargain 
sales. 

“Price cutting below cost is waste- 
ful and uneconomic as well as an 
unfair method of competition. The 
price cutter is obliged to make up his 
losses on standard goods by exorbi- 
tant profits on other products. 

“In the end the consumer loses. 


G. I. Vincent, Syracuse, Answers Questions of 


The practice of selling one line be- 
low cost, recovering the loss and 
making a profit on the entire trans- 
action through the sale of other 
commodities at a very much in- 
creased price has spread rapidly 
since the Supreme Court let down 
the bars, and the remedy can only 
be applied by a corrective law. 
“Quality deterioration is the in- 
evitable result of price demoraliza- 
tion. The manufacturer must cut 
his product to meet lower conditions. 
On the other hand, a stable stand- 
ard price breeds competition in qual- 
ity between manufacturers seeking 
the consumers’ favor and constantly 
operates to the public good.” 


S. M. on Burning Gas in Warm Air Furance. 


Qualifies Statements, However, with Knowledge That the Work 
Ts Still in Experimental Stage, but Progressing Satisfactorily. 


N OUR issue of lebruary 9, 

page 25, there appeared an arti- 
cle on “How a Warm Air Furnace 
May Be Adapted for Burning 
Gas.” This article embodied the 
address of G. I. Vincent, Manager 
of the Syracuse Lighting Company, 
given at the convention of Ameri- 
can Gas Association. 

The discussion has raised several 
questions in the minds of AMERI- 
cAN ARTISAN readers concerning 
the employment of natural or arti- 
ficial gas in warm air furnace work. 

A letter from S. M., Dubuque, 
Iowa, contained the following ques- 
tions : 

To AMERICAN ARTISAN: 

In the issue of AMERICAN ArTI- 
S\N for February 9th | read the 
article on gas for furnaces by G. I. 
Vincent, the Syracuse, New York, 
Lighting Company, and | should 
like to ask a few questions about it. 

Would the 
spreader burner work with artificial 
gas, or could it be adapted ? 

Why was the fire brick not laid 
My experi- 


natural gas flame 


on the furnace grates ? 
ence with both gases (natural and 
artificial) is that there is sometimes 
a shortage which might have ex- 
tended duration. 


Why can’t the economizer be used 
to heat one or two rooms independ- 
ently and disconnect these rooms 
from furnace hood ? 

With the class of burner | have 
mentioned it is less than one-half 
hour's work to have a coal fire going 
in case of shortage of gas. 

What will happen in a damp cellar 
and to the fruit and _ vegetables 
stored there when the cold air ducts 
are disconnected from the regis- 
ters? Some musty air is bound to 
move upstairs. There will be no 
sweeping allowed in the cellar. 

S. M., Dubuque, lowa. 

G. 1. Vincent, author of the arti- 
cle, has undertaken to answer 5S. 
M.’s questions as follows: 

To AMERICAN ARTISAN: 

The suggested design for modify- 
ing warm air house heating equip- 
ment was merely one possible solu- 
tion of this small part of the prob- 
lem. At the time of writing the 
paper no such installation had been 
made or, as far as I know, had been 
thought of before. 

Last fall a typical dwelling in 
Syracuse was selected after having 
secured all possible data by careful 
checking of the coal consumption, 
calculating efficiency and checking 
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with the heat losses. The house 
was insulated as far as_ possible 
without reconstructing, and the fur- 
nace modified by the addition of an 
economizer, and the removal of the 
grates and installation of burners. 
The research was intended to de- 
velop first the possibility of modi- 
fying existing equipment to secure a 
high efficiency of manufactured gas 
utilization, and secondly, that the 
demand (which does not necessarily 
mean consumption) could be kept 
down below a certain critical figure 
for satisfactory heating. 

So far, the results of this experi- 
ment are most gratifying and a full 
report will be made to the American 
Gas Association next fall. 

We are sorry, but do not know 
anything about a natural gas flame 
spreader burner. 

Manufactured gas does not fail. 
The fire brick was installed to store 
a certain amount of heat to some- 
what lengthen the lag between turn- 
ing on and off the burners by the 
thermostat control. It was desirable 
to secure all possible heat exchange 
in the furnace proper ; therefore, the 
burners were put at the bottom of 
the ash pit. It would have been 
quite possible to have left the grates 
in, because, while they would have 
become red hot, | do not think they 
would have been permanently in- 
jured. 

We do. not see the objection to 
using the economizer to heat one or 
two rooms, but perhaps the question 
is not understood. The heat distri- 
bution in our experimental house is 
satisfactory, indeed. The original 
warm air connections from the fur- 
nace proper are still in use, deliver- 
ing highly heated air, while the econ- 
omizer dumps a large volume of 
moderately heated air at about the 
center of the first floor of the house. 

We have a design in preparation 
for interchange of manufactured 
gas and coal, which change could be 
made in about two minutes, but we 
have made no trial. 

In a dwelling heated with manu- 
factured gas, the cellar is as clean 
as any other parts of the house. If 
it has been thought necessary to 
cover the cold air inlets of a stand- 
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ard equipment when sweeping the 
upstairs room, then a similar plan 
could be followed by covering the 
cold air inlet at the furnace when 
sweeping the basement. Air be- 
comes musty in ordinary basements 
because it is stagnant and high in 
moisture. It is probably not un- 
wholesome. When kept circulating, 
of course, this condition does not 
exist. 

If I have not answered all S. M.’s 
questions, I shall be glad to give him 


further information, but it would °* 


be well that he quite understands 
that we are very much in the experi- 
mental stage and particularly, as I 
said heretofore, our research is di- 
rected toward the solution of two 
problems which were not heretofore 
raised. 

Epitor’s Note: Readers 
have had any experience with the 
burning of natural or artificial gas 
in warm air furnaces are asked to 
relate those experiences. 


who 


James Charles Allen Joins Sales Force of Inter- 
national Heater Company, Utica, New Y ork. 


Mr. Allen. Will Travel Northwestern Illinois, Southwestern 
Wisconsin and Eastern Iowa Where He Has a Host of Friends. 


HE International Heater Com- 

pany, Utica, New York, has an- 
nounced that James Charles Allen, 
Rockford, Illinois, joined its sales 
force February 15, and will travel 
northwestern Illinois, southwestern 
Wisconsin and a portion of the ex- 
treme eastern Iowa. 

James Charles Allen started his 
professional training at Beloit Acad- 
emy, where he went after leaving 
Eighth grade grammar school. At 
Beloit he prepared himself for en- 
trance into the University of Illinois. 
He entered U. of I. as a special stu- 
dent in Architectural Engineering, 
but was obliged to discontinue his 
studies, due to eye trouble. 

He then took up and learned the 
carpenter’s trade, specializing on the 
building of gravity refrigerators. 

He was twice engaged as Super- 
intendent of Construction by the 
Rockford Council and by the Rock- 
ford Board of Education. In the 
latter station he specialized in Schooi 
Heating and Ventilating, and has 
some excellent work to his credit in 
this field. 

A recurrence of. his eye trouble 
caused Mr. Allen to give up his con-- 
struction plan work for a second 
time. He then accepted a position 
as Heating Engineer and traveling 
salesman with one of the largest 
companies in the country, planning 
and laying out warm air, steam and 
hot water heating plants for resi- 


dences, stores, churches and schools 
throughout Iowa, Illinois, Wiscon- 
sin, Minnesota and Nebraska. 

In all his work Mr. Allen has had 
one aim in view—to so design a 
plant that it would be satisfactory 
to his clients, and take care of the 
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James Charles Allen Wearing “I” 
Sweater He Won at U. of Illinois. 


job without crowding the plant and 
that in all kinds of weather. 

Mr. Allen is well known through- 
out the territories which he will 
travel. His many friends will be 
glad to learn that Mr. Allen has 
made this prominent connection, and 
the International Heater Company 
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feels itself exceedingly fortunate jp 
having been able to secure Mr. Allen 
to represent them in the territories 
mentioned. 

AMERICAN ARTISAN wishes yoy 
every success, Mr. Allen, 


How Far Does the Seller's 
Responsibility Extend? 

Service is defined in the diction- 
ary as a “duty required or per- 
formed in any office.” 

The laborer, skilled or unskilled, 
is paid for “services rendered” at a 
specified rate per hour. Why 
should anyone presume to think that 
a man selling a stove to another man 
does anything else than render a 
service, the same as the laborer 
does? Each man sells the services 
for which he has had special train- 
ing or for which he has a special 
aptitude. What difference then does 
it make whether a man is in busi- 
ness or is an ordinary laborer? 
There is no difference. Few men 
will deny this, but the question 
which arises in the mind of the busi- 
ness man is, how far does my re- 
sponsibility to render a service ex- 
tend? Is it over when the sale is 
made; is the line of demarcation so 
sharply drawn as to include only the 
risk of buying and selling to advan- 
tage? 

In the case of the laborer, his 
compensation for services rendered 
is adjusted by the law of supply and 
demand or by artificial means— 
unions. 

Theoretically it would be just to 
consider the seller’s risk and respon- 
sibility at an end when the deal is 
closed. Practically, however, the 
storekeeper finds it far better policy 
not to consider his responsibility at 
an end until he has at least thor- 
oughly instructed the buyer in the 
proper use of the article or until he 
proves to his own satisfaction that 
the article is free from flaws and is 
giving that service to the highest de- 
gree for which it was purchased. 
That in brief is service. And the 
storekeeper who thinks that he can 
get away by performing any less 
than that is riding for a fall from 
which he will not rapidly recover. 
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The customer pays not for a 
hunch of castings pounded into the 
shape of a furnace or stove, but for 
the service and ‘comfort that fur- 
nace will afford him during the cold 
winter months when he must spend 
the greater part of his leisure time 
indoors. Viewed from this stand- 
point, the storekeeper can readily 
se how far his responsibility ex- 
tends and the quicker he recognizes 
his obligation toward the buyer the 
sooner will he fit smoothly and 
snugly into the industrial cog. 





Your Customers Are Likely to 
Forget You Unless You 

Keep After Them. 

If you think 

suited are going to keep on coming 
to you indefinitely, you fail to take 
ino account the forgetfulness of 
hwaan nature. As an after-the-sale 
talk tell the customer what may fair- 
ly be expected of the purchase and 


customers once 


what you guarantee. 


Striking the Home Owner in 
His Most Tender Spot 
—His Children’s Health. 


Who has not entered a poorly 
heated home where small children 
played upon the floors with icy-cold 
hands and running noses? Small 
children are constantly on the floor 
and it, therefore, behooves the par- 
ents to see that during the cold 
weather the floors of the rooms are 
warm, in order to protect the health 
of the little ones. 

This being the case, what could 
be more forceful than a warm air 
furnace advertisement depicting 
happy, healthy children playing 
upon the floor in perfect comfort 
and security when the cold blasts 
are blowing out of doors, made pos- 
sible by the warm air furnace in- 
stalled > 

Good health is the first requisite 
to the attainment of efficiency, and 
good health can be had only by in- 
stalling the type of heating plant 
which will restore the temperature 
and humidity of an artificially heat- 
ed room to as near those atmos- 
pheric conditions adjudged, after 
scientific research and experiment 
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to be ideal for the preservation of 
good health during inclement and 
cold weather. 

The accompanying reprinted ad- 
vertisement illustrates exactly the 
point which we wish to bring out, 
and it shows that the Backer’s Hard- 


ware Store, Luverne, Minnesota, 
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knows how to appeal to the comfort 
and security seeking parent. 

We should like very much indeed 
to have any of our readers show us 
how this same idea could have been 
expressed more forcibly than it is 
done here. Perhaps it can be done, 
but they have got to show us. 
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Wouldn’t you like to be perfectly sure that 
the kiddies can play on the floor without 
catching cold? An 


INTERNATIONAL 
: OnepirpE HEATER 


makes such fun possible in your home even on the 
. This scientific Onepipe 
Heater sends clean, healthful, moist heat into every 
room, upstairs and down. 


Healthful heat and more of it than you get with 
stoves but with no coal to fetch up and no ashes to 


days. 


Has only one pipe and one register, 
yet is more satisfactory than far 
more expensive heating systems 1n 
homes for which it is adapted. 


Come in and see it today, 


Backer’s Hardware 











Store 


Here Is Advertising of the Highest and Most Excellent Character. Try to Put 
the Same Idea Across More Forcibly If You Can! 








22 


Few Sheet Metal Men Know How to Lay Out a 
Pattern for the Working of Heavy Metals. 


Three Methods of Making Patterns for Circum- 
ferential Joints Are Shown, with Explanations. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri. 


N FOLLOWING up our articles 
| on the working of heavier metals, 
such as 14, 12, 11 or 10-gauge steel, 
such as sheet metal men claim in 
their jurisdictions; it is extremely 
interesting to know how few of the 
great masses can lay out such pipes 
with perfect confidence. There are 


several ways in joining the circum- 
ferential joints; the first method is 
the figure 1, where the pipes tele- 
scope and make the joint. Here it 
would surprise one if a census were 
taken of all mechanics who would 
not know how to treat this fitting. 
Peing that the taper is quite slight, 


most men figure on making the top 
and the bottom straight lines, think- 
ing that the curvature as the cam- 
ber and the sheer in the throat will 
make little difference. The straight 
lines will cause a zig-zagging of the 
stack and it also requires a great 
deal of drifting holes and wasting 
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Working Drawing Shows Pattern for Sheet Steel Pipe. 
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of energy in assembling and erecting 
the work. 

The ather two methods are shown 
at figure 2, where the one joint is 
made larger to fit over the inside 
one, thus making two cylinders of 
different diameters. The one is 
24% inches in diameter and the 
other is 2436 inches in this case. 
The third method is to. butt the 
joints by means of angles or flanges, 
which can be riveted in position. 

Now, to begin with figure 1, the 
idea is to form that sweep at the 
top and bottom of pattern without 
the use of a long radius or without 
the use of triangulation. To do this 
we lay off a center line as C-B ona 
sheet of metal and then figure the 
circumference for 24% inches and 
also’ 2434 inches, which gives us 
75.79 inches and 76.56 inches, re- 
spectively. This circumference we 
measure off half on each side of the 
center line and this gives us the 
points at the bottom and the top of 
sheet, as A-B and F-E. The main 
thing is to arrive at the slant line 
D)-E. We next place a steel square 
in this corner and draw the line 
B-G. Then we subdivide the dis- 
tance C-G and obtain a point H, 
which gives us the drop of the sheer 
of the top base. Next take a pliable 
straight edge and lay along the 
points A-H-B and sketch in that 
line. Aiso the edge line for lap. 
Then pick the distance H-D and set 
as B-E, also A-F, and with straight 
edge bent to these three points we 
mark off this line as well as the edge 
line for lap. 


Because we have used the straight 
line for the circumference we again 
place our zig-zag rule on these 
curved measuring lines and pick up 
measuring lines; any variation is 
added on both sides and that pro- 
duces the pattern. This method may 
be used not only on quite slight 
tapering fittings, but also on re- 
ducers of more pronounced taper, 
with ccnsiderable accuracy. The 
manner of stepping off the rivet 
holes is then continued by determin- 
ing how many rivets will be in the 
circumferential seam. To save 
walking the dividers long distances, 
the rivet pitches are subdivided to 
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work out equally and by means of 
bisecting distances as shown that 
leaves us only short spaces for di- 
viding up the rivet pitches. This is 
much more accurate than walking 
the dividers any distance and is also 
quicker. Care must be taken that 
the same number of rivet holes ex- 
ist in the top of the pattern as well 
as in the bottom. 


The second method is to lay out 
the taper shown by the dotted posi- 
tion M-N-P-O to suit the neutral 
axis line in elevation. Py simply 
laying over the taper, or in revolv- 
ing it by means of the compass in a 
triangulation fashion, we produce 
the same results. By setting divid- 
ers to corners M and N as radius 
we describe arc to a, and then using 
N as center, we strike arc as at b. 
In the same way we use O-P as 
radius and O as center, we strike 
arc as at c; next we use P as center 
and strike arc as at d. Next pick 
the diagonal distance as O-N as 
radius and sweep the line to a. Re- 
peat by using P as center and M as 
radius, cross arcs in point b; after 
which reverse and using M as cen- 
ter cross arcs in c, and then using 
N as center cross arcs in point d. 
With a pliable straight edge place 
in these four positions a-m-n-b; 
also c-o-p-d. We draw a line 
through these points and extend 
them on each end a short distance. 
After this we figure the circumfer- 
ence of 75.79 inches for the top and 
76.56 for the bottom; dividing each 
circumference in half, we measure 
over from the center line on the 
curve with a zig-zag rule. This 
places the exact circumference on 
the curved line and enables drawing 
the rivet lines in the straight seam 
as shown. 

Observe that in laying the taper 
shown in the dotted position over 
three times, it does not produce the 
exact circumference, but we must 
add 1/7 or .1416 times the diame- 
ter to this distance, which would 
give us the same as we have pro- 
duced. Some folks seek to make 
the small end of pipes to the speci- 
fied diameter and then enlarging the 
big end of pipe by adding seven 
times the thickness of metal to the 
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large end. Patterns for straight 
cylinders, as in pattern III and IV, 
are easily arrived at by figuring 
their circumference separately. This 
will place the rivet holes in line R-S 
closer together than those in the 
larger pattern T-U. 





Blotting Up the Water 
That Leaked Through 
the Old Roof. 


Each business man of character 
has some plan of attack which he 
has found by test to produce the 
most customers and is the most sat- 
isfactory for his particular business. 
Some men find newspaper advertis- 
ing the most successful; others find 
the direct mail circular method the 
most satisfactory. Put the funda- 
mental principle upon which these 
methods are based is the same. 








DON'T BE A KNOCKER ! 
Wak right i vad leave 
that order for your root work. 
You look over your automobiée after 
it has travelled a certain Gstanca, 
Bot Prone, you also have your watch looked ev- 
Welling G. Schrack a, after it runs a certain te, 
118 N. 4th St. not your ROOF more mportaat thas 
Camden, N. J these? 


Welling G. Schrack, 118 North 
Fourth Street, Camden, New Jersey, 
has a pet hobby all his own. 

This hobby of Mr. Shrack’s is 
the blotter. He does not confine 
himself exclusively to the blotter, 
but it is one of his strong advertis- 
ing points. He reasons that a blot- 
ter will remain on the desk until it 
becomes unsightly from use. Now, 
for blotting purposes only one side 
of the blotter is needed. The other 
side, reasons Mr. Schrack, the upper 
side, remains vacant and therefore 
an excellent space upon which to 
place a timely warning or reminder. 

One of Mr. Schrack’s character- 
istic blotters is shown in the illustra- 
The original size of the blot- 
ter was 314x614 inches, while the 
illustration and wording speak for 


tion. 


themselves. 


Real, deep thinking is essential to 
accomplishment, but it must be re- 
membered that no field was ever 
plowed by simply turning it over in 
mind.—Gas Draft. 
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Can the Radiator Repairman Assemble Cores 
Profitably in His Own Shop ? 


The Standard Equipment Company, Cedar Rapids, Iowa, Not 
Only Believes It Can Be Done, but Does It, Says Gary Gohmann. 


OW often has not the radiator 

mechanic studied this ques- 
tion? Day after day he has re- 
ceived a rush recore job. As usual 
the customer had waited until the 
last minute before bringing the 
wornout radiator for repairs, and 
so, there was an expensive delay 
waiting until the factory made core 
had been ordered, built, and received 
by the radiator mechanic. People 
are not requesting—they are de- 
manding—immediate service. If the 


quick service customer needed the 
very core that the dealer had not in 
stock. Estimating future ready 
made core requirements has not 
proved so satisfactory. 

Is a core assembling equipment an 
exorbitant investment? No. There 
are three or four core assembling 
equipments manufactured and used 
extensively and profitably. The core 
assembling equipments can be pur- 
chased reasonably, but the expensive 
investments is the corrugating ma- 
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made _ interesting investigations, 
They wrote to a number of radiator 
repairmen who assemble their own 
cores. Some men replied, stating 


that the immediate core service more 


than repays for the money invested. 


Others replied stating that more ac- 
curate work on _ the odd-shaped 
cores can be secured. Other men 
replied that the prestige they had 
gained, through their advertisements 
stating that they assembled cores 
right in their own shop, was worth 
the entire investment. A few of the 
replies stated that the equipments 
were not entirely satisfactory. Nat- 
urally the returns on this type of an 
investment depend upon the ability 
of the user. The majority of the 
replies from the core assembling 

















Exterior View of Standard Equipment Company Office and Plant at Cedar Rapids, Iowa. 


repairman could give this immediate 
service only, would he not be repaid 
for assembling cores right in his 
own shop? 

Can the average radiator repair- 
man maintain a‘ complete stock of 
standard cores? Actual experience 
has proved that not more than five 
per cent of the radiator repairmen 
stock standard cores. The justifi- 
able reason is that practically every 
model car has a different style rad- 
iator core. The corners are cut dif- 
ferent, and either the height or the 
width is changed annually. Many 
dealers have tried to maintain a 
quick service supply of cores, but 
the turnover on many of the sup- 
posedly popular sized cores proved 
surprisingly slow. Invariably the 


chine with the five or six sets of 
dies. The average repairman can- 
not finance the purchase of the re- 
quired quantity of plain brass and 
copper in order to receive the basic 
market price. To be assured of de- 
liveries from the rolling mill an or- 
der for three to five thousand 
pounds should be placed. This 
amount of material is more than the 
average radiator mechanic would 
need within a year, therefore the 
corrugating machine investment is 
not profitable for the average rad- 
iator service man. But the core as- 
sembling equipment only, minus the 
expensive corrugating machine, is 
a profitable investment. 

Recently the Standard Equipment 
Company, Cedar Rapids, Iowa, has 


equipment users were very encour- 
aging, for these men stated that 
their equipments had enlarged their 
business and increased their profits. 
They asserted that they are saving 
from 20 per cent to 50 per cent on 
each core they assemble. (ne man 
stated that he had used his equip- 
ment for fifteen months and that 
his re-core business had _ trebled. 
Naturally, his extra profits had in- 
creased accordingly. 

The Standard Equipment Com- 
pany has purchased the core assem- 
bling equipment department of a 
radiator manufacturer. Now they 
are manufacturing and marketing 
an improved 1-man core assembling 
equipment, and maintaining a large 
supply of corrugated core brass and 
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copper for immediate service ship- 
ments. This corrugated core ma- 
terial is securely packed in cartons 
and is furnished in five widths: 2- 
inch, 2'%4-inch, 3-inch, 34-inch, and 
4-inch. 

The new improved equipment 
consists of a complete l-man core 
assembling apparatus. A few of the 
features are the following: Tube 
cut-off machine, tube cut-off ma- 
chine counter, core material measur- 
ing rack, an improved lock seamer, 
aligning pins and bars, assembling 
stand, acid tank, dipping kettle, and 
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a 1-man overhead dipping apparatus. 
Of course, there are many small 
accessories included with this equip- 
ment. 

The Standard Equipment Com- 
pany has a well equipped foundry, 
machine shop, sheet metal shop and 
executive department. The men of 
this organization are _ established 
business men of Cedar Rapids and 
sO a prosperous industry is inevi- 
table. 

Indeed, the radiator 
can assemble his own cores in his 


repairman 


own shop profitably. 


Hail! Hail!! The Gang Will All Be at 
Lansing, Michigan, February 25 to 28. 


For the Michigan Sheet Metal and Roofing 


Contractors’ Thirteenth Annual Convention. 


a 1 HO left the overalls in Mrs. 
Murphy’s cellar?’ is only 
one of the many momentous ques- 
tions to be answered at the Michigan 
Sheet Metal and Roofing Contrac- 
tors’ Convention to be held at Lan- 
sing, Michigan, this week. 

That group of harmony hummers 
looks as though it could do a great 
deal of damage, but, of course, 
they’ve agreed to cut out the “rough 
stuff” and get down to good honest 
work at Lansing, influenced no 
doubt in their decision by the grand 
hospitality always received at the 
hands of the Lansing, Michigan, 
local, the host of the visitors. 

Following the search for the over- 
alls the regular program will be 
carried out. 

Monday, February 25, 1924. 


2:00 p. m—Meeting of Board of Di- 
rectors. 

4:30 p. m.—Meeting of Architectural 
Service Board. 

7:30 p. m.—Meeting of Trade Exten- 
sion Board. 


Tuesday, February 26. 


10:30 a. m—Opening session. 

Invocation by Rev. Mark Marshall, 
Lansing. 

Song. 

Address of welcome by Mayor Alfred 
Doughty. 

Response by President A. S. Albright. 

Address by Rev. Mark Marshall. 

Song. 


Tuesday Afternoon and Evening. 


2:00 p. m.—Furnacé session. 
Song, led by Harmony Hummers, ac- 
companied by H. Brodie, pianist, Detroit. 


“Merchandising Warm Air Heaters,” 
by E. C. Taylor, Premier, Warm Air 
Heater Company, Dowagiac. 

“The Power of Educational Research,” 
by John P. Wagner, Furnace Fan Cor- 
poration, Dowagiac. 

Question Box, in charge of Harry 
Rhodes, Grand Rapids. 

Following each address the speaker 
will take the witness chair and under 
direction of the quizzmaster, Harry 
Rhodes of Grand Rapids, will answer 
questions pertaining to his talk. 

6:30 p. m.—Dinner and entertainment 
at the Michigan Agricultural College, 
given by the Lansing Local Association. 


Wednesday, February 27. 


9:00 a. m.—Executive session. 

Song. 

Reports of committees. 

Reports of officers. 

Report of Trade Extension Board. 

Report of Architectural Service Board. 

Selection of next convention city. 

Election of officers. 

Question Box, in charge of H. F. 
Brundage, Kalamazoo. 

9:30 a. m—Meeting of Travelers’ 
Auxiliary in Blue Room of Hotel Kerns. 


Wednesday Afternoon and Evening. 


2:00 p. m.—Song. 

“Zinc, Its History and Proper Applica- 
tion to Building Construction,” by Ste- 
phen S. Tuttle, Secretary American Zinc 
Institute, New York. 

Moving pictures of the trip to Quebec. 

“Will the Prosperous Business Condi- 
tions of 1923 Continue During 1924?” by 
C. E. Bement, Novo Engine Company, 
Lansing. 

“A Little of Everything,” by Chris 
Young, The Howie Company, Detroit. 

Question Box. F. T. Daly will act as 
quizzmaster and also take charge of the 
Question Box for this session. 

6:30 p. m.—Banquet and entertainment 
given by the Travelers’ Auxiliary at the 
Hotel Kerns. H. E. Doherty, Detroit, 
toastmaster. Douglas Malloch, Chicago, 
speaker. Subject, “The Sinners I Have 
Met.” 
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Thursday, February 28. 


9 :30 a. m.—Song. 

Talks by the following on subjects of 
their own choosing: Jake Reis, Detroit; 
John J. Sweet, Grand Rapids; E. H. 
Ward, Lansing; Wm. Sullivan, Detroit; 
A. B. Lewless, Saginaw. 

Address by Clarence Holmes, Presi- 
dent, Michigan School for the Blind. 

1:30 p. m.—Through the courtesy of 
the Reo Motor Car Company, a trip will 
be made through their factory. 


James H. Parker, Brethren, 
Michigan, Passes Away 
After Illness of Five Days. 


A communication from Miss Lulu 
G. Potter, Brethren, Michigan, in- 
forms us of the death of her father, 
James H. Parker, who passed away 
at his home recently after a five-day 
illness during which he had con- 
tracted pneumonia. 





Mr. Parker was one of the oldest 
subscribers to AMERICAN ARTISAN, 
and although extreme deafness and 
near blindness had prevented him 
from working at his trade for the 
past fifteen years, he was, neverthe- 
less, interested in keeping in touch 
with the trade through AMERICAN 
ARTISAN. 

Mr. Parker was of a kindly dis- 
position, always willing and ready to 
help a friend in need. 





Catalog Containing Latest 
Information on Art Metal Work 
Issued by Friedley-Voshardt. 

Secretary W. T. Kettering, of 
Friedley-Voshardt Company, 733 to 
737 South Halsted Street, Chicago, 
announces a new 163-page Orna- 
mental Catalog. 

All sheet metal men who have not 
received a copy of the new issue 
should write for one immediately. 





Can’t Do Without It, 
Says W. H. Parker. 


To AMERICAN ARTISAN: 

I am mailing you a check for 
$2.00 to cover my subscription to 
AMERICAN ARTISAN for another 
year. I don’t see how I could do 
without it. It has been so helpful 
to me in so many ways since I first 
subscribed. 

W. H. Parker. 


Columbus, Wisconsin. 
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Whitney Manufacturing Company 
Out With Another New Medium- 
Capacity Lever Hand Punch. 


The W. A. Whitney Manufactur- 
ing Company, 715 Park Avenue, 
Rockford, Illinois, announce the 
placing of another new lever punch 
on the market. 

This tool combines the elements 
of simplicity and few parts. Its ca- 
pacity is '4-inch hole through %- 
inch iron plate. The claims of 
superiority made for it are: easier 
punching, greater depth of throat (2 
inches), closer punching to corners 
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No. 8 Metal Punch. 


of angle, channel and tee iron, easier 
and quicker changing of punches, as 
all that has to be done is to unscrew 
with fingers one large knurled 
thumb-serew stud, then throw back 
the upper lever, when the hinged 
intermediate can be raised, into 
which the slotted heads of the 
punches can be inserted. 


The upper lever does not throw 
back to right angles with lower jaw, 
making it a valuable punch for sky- 
light work, or the punching of cen- 
ter flanges on high-wall tanks, where 
lever cannot strike against the upper 
part of the work. 

A side gauge, with graduated 
markings of fractional inches, 
varies the depth of holes from edge 
of metal being punched, and also 
holds to a uniform depth for rows 
of holes. 


Each punch, when shipped, is 
equipped with three sizes of punches 
and dies, also a key, to turn in and 
adjust dies to proper height. 

Write for further details. 











T. B. Callahan Has 
Read 2,080 of Them. 


{ have been a regular subscriber 
to AMERICAN ArtTISAN for forty 
years. I have always found it from 
cover to cover to be very helpful to 
me in my business. 

I have made use of the want col- 
umns and find that they, too, always 
bring results. 

I always find the management, 
too, more than willing to render 
services whenever called upon. 

Yours very truly, 
T. B. CALLAHAN. 

Akron, Ohio. 





United Sheet Metal Contractors 
of Chicago Arrange to Hold Big 
Dinner-Dance in March. 


A well attended meeting of the 
United Sheet Metal Contractors of 
Chicago was held on Thursday 
evening, February 21, at the offices 
of AMERICAN ARTISAN. 

Several of the members brought 
contractor friends with them, and 
in response to a request to enlighten 
the men on the purposes of the or- 
ganization Chairman Martin Gold 
gave a short talk on the general 
principles and aims of the associa- 
tion. Secretary Combs read the by- 
laws and regulations. 

The committee appointed at the 
last meeting to look into the matter 
of securing a permanent meeting 
place reported and their recommen- 
dation that the Hardware Club of 
Chicago be chosen was voted upon 
and accepted. The next meeting 
will be held at the above mentioned 
club which is located in the State- 
Lake Building, corner of State and 
Lake streets, on Wednesday even- 
ing, March 5th, at 8 p. m. 

The report of the committee on 
arrangements for the dinner-dance 
found great favor with the mem- 
bers, and the Auditorium Hotel was 
selected as the place for their big 
get-together social affair. 

A committee was appointed to 
make definite arrangements for the 
orchestra and to set the date. Com- 
plete details will be made known to 
all members before or on March 
5th, the evening of the next meeting. 
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February 23, 1924, 


The lively interest shown and the 
beneficial help secured by the mem. 
bers in their many heart to heart 
talks with each other about the sheet 
metal contracting business in Chj- 
cago is bringing about a spirit of 
cooperation and is aiding them to 
bolster up their business. 

Chicago Sheet Metal Contractors, 
both members and non-members of 
this organization, are urged to at- 
tend the next meeting. Important 
business subjects will be discussed, 
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Parks for Parker Hand Punch. 


From T. J. Redmond and Son, 4142 
Gladys Avenue, Chicago, Illinois, 


Where can I get parts for a 
Parker Hand Punch in the city? 
Ans.—Carr Supply Company, 414 
North Dearborn. Street, Chicago, 
Illinois. 
Cement Shingle Machinery. 


From M. S. Warren, Port Arthur, 
Texas. 


Where can I get machinery used 
for making cement shingles? 
Cement Com- 
pany, Janesville, Wisconsin; Leay- 
itt Manufacturing Company, Ur- 
bana, Illinois. 

Zinc Shingtes. 


From Bongard Sheet Metal Works, El 
Dorado, Kansas. 


Who manufactures zinc shingles? 

Ans.—lllinois Zinc Company, 280 
Broadway, New York City; Illinois 
Zinc Company, McCormick Build- 
ing, Chicago, Illinois; New Jersey 
Zinc Company, 180 Front Street, 
New York City; New Jersey Zinc 
Company, Marquette Building, Chi- 
cago, Illinois. 


Ans.—Janesville 


Sheet Aluminum. 


From Mr. William J. Lange, 201 West 
North Depot Street, Marshfield, Wis- 
consin. 

Where can I secure sheet alumi- 
num of light gauge suitable for cov- 


ering of fusilage of aeroplanes? 


Ans.—Aluminum Company of 
America, 360 North Michigan 
soulevard, Chicago, Illinois; U. 5. 
Smelting and Aluminum Company, 
80 E. Jackson Boulevard, Chicago, 
Illinois; S. Birkenstein and Sons, 
1030 W. North -Avenue, Chicago, 


Illinois. 
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Hardware Retailer Irons Out Valleys in Business With 
Clever Valentine Window. 


Utilizes Day of Sentiment to Increase Sales of Tools, 
Cooking Utensils, Roller Skates and Other Articles. 


OT long ago the hardware mer- 
N chant operated his store under 
the impression that beyond selling 
nails and builders’ hardware in the 
spring and early summer and stoves 
in the fall and early winter, he 
didn’t have much to do. 

But he woke up and all that is 
changed now. Of late years he has 
been busy ironing out the valleys 
and not worrying much about the 
peaks. He takes advantage of all 
holidays and special occasions to 





increase his turnover and thereby 
cut down his overhead and sales ex- 
penses. 

Wertz & Singer Company, Mid- 
Ohio, have evolved a 
sentiment 


dletown, 
scheme of connecting 
with their business, as shown by the 
accompanying illustration. 

A. B. Wertz, Manager of the 
Company, made the following re- 
marks : 

“This idea looked good to us and 
we tried it out, with very satisfac- 


Wertz & Singer Company, Middletown, Ohio, Irons Out Vallys in Business With 
Window of Sentiment. 


lt stimulated sales in 
all directions and paid a good divi- 
dend for our time and trouble. 
“Had we given this more thought, 
we should have worked it a little 
harder. We believe a circular letter 
could have been sent out called a 


tory results. 


valentine letter, offering prizes for 
the best hardware valentines writ- 
ten by our customers. 

“We are very enthusiastic about 
this idea and believe it can be 
worked out for any holiday. It can, 
of course, be elaborated upon. 

“We coupled up our newspaper 
advertisments with our window, 
which we always do. 

“We wish to thank you very much 
for the interest vou have manifested 
in our display.” 
Charles E. Arnold, 

Evanston, Answers 
Last Summons. 

Charles I. Arnold, for thirty-five 
vears a hardware and sheet metal 
merchant of Evanston, Illinois, died 
recently at his home, 824 Gaffeld 
Place. Mr. Arnold was 59 years 
old. 

lor more than thirty-two years 
Mr. Arnold conducted a hardware 
store at 823 Davis Street. 


first in partnership with T. 


He was 
E. Con- 
nor at that address and later, when 
the partnership was dissolved, took 
over the store. 

In 1920 the Davis Street hard- 
ware store was closed and the stock 
sold. Mr. Arnold then built his own 
plant at 815 University Place, where 
he established himself as a sheet 
metal contractor. He conducted this 
latter business until he was stricken 
with his last illness. 

Mr. Arnold is survived by three 
daughters—Mrs. William Border, 
704 South Boulevard, Margaret and 
Genevieve—and one son, Edward, 
the latter three living at 824 Gaffield 
Place, the home address. 
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Sherman House, Chicago, Scene of Illinois Retail Hard. 
ware Association Convention February 19 to 21. 






Hardware Exhibit Covers First and Mezzanine Floors of 
Hotel—Entire State Well Represented In Attendance. 


OINCIDENT with the fine ar- 

ray of hardware displays beau- 
tifully arranged on the mezzanine 
and first floors of the Hotel Sher- 
man, the opening session of the 
Twenty-Seventh Annual Conven- 
tion of the Illinois Retail Hardware 
Association took place in the Tiger 
Room of the hotel with an unusually 
large attendance. A goodly repre- 
sentation of the fair sex was much 
in evidence. 

“America” was sung just prior to 
the opening session, while the invo- 
cation was read by E. E. Voorhees, 
Blandinsville. 

President J. F. Deuth, Forreston, 
then made his annual address, which 
was brief and unloquacious, but full 
of sound recommendations and 
hopes for the future. 


Address of President John F. Deuth, 
Forreston, Illinois. 


Ladies and Fellow Hardware Men: 
This will be no business review, as you 
are all familiar with trade conditions and 
the problems we have to face. 

I do believe that 1924 has good 
things in store for us. The greater ‘per- 
centage of manufacturing industries are 
making preparations for 1924. Agricul- 
tural interests are in better shape than 
for several years past. There has been 
substantial increase in the farmers’ ability 
to pay. Conditions have become more 
stabilized, more equalized throughout the 
country. 

Honest and Consistent Advertising 

Necessary. 


The hardware retailer who lives up to 
the resolutions he has made as to him- 
self and his business is bound to make 
himself a more important factor in his 
community, not overlooking the fact that 
real service rendered pays in many ways. 
He will take a more active part in the 
upbuilding of his community and in bet- 
tering the prosperity of his fellow citi- 
zens. He will give the proper thought 
and study to the needs of his trade. 
Anything that will make his service more 
efficient. Because of aggressive compe- 
tition he will take a greater interest in 
his store as it is viewed by outsiders, as 
to attractive displays, plain pricing,.a 
stock that covers more items, and per- 
haps fewer of each item to enable him so 
to do. Honest and consistent advertising 
and more courteous treatment of cus- 
tomers. 

The -better understanding existing to- 
day between manufacturer and distrib- 
utor will also be a great factor in this 
1924 business year. 





Congratulates Secretary and Field 
Men. 


I wish to take this opportunity to ex- 
press my thanks to the board of gov- 
ernors, to our Secretary and our tield 
men for their untiring codperation this 
past year. For our Secretary and our 
field men we need to make no apologies. 
It is to the efforts of these men that 
success is largely due. It is they, who 
by personal contact learn the remedy 
and the application thereof for our diff- 
culties and shortcomings. 

I am gratified by the goodly number 
present at this opening session of our 
twenty-seventh annual convention: I am 
sure you will go home from. this con- 





John Deuth, 


Retiring President Illinois Retail 
Hardware Association. 





vention having learned something that 
will help you in your business and daily 
life. Something that will make you a 
better distributor of merchandise and a 
citizen more valuable to your community. 


The report of Secretary-Treas- 
urer Leon D. Nish, Elgin, was ex- 
ceedingly interesting, as he presented 
in a rather novel manner his experi- 
ences in visiting the conventions of 
other associations, giving many valu- 
able pointers. 

Report of Secretary-Treasurer Leon 


D. Nish. 


Preceding the financial report the Sec- 
retary desires to call your attention to 
some of the outstanding activities of the 
Association. 

The information and service bureau 
has answered 1,502 specific inquiries con- 
cerning persons and things in connection 
with hardware business to our members 
during 1923. 


The accounting department placed 
ledger supplies with forty-nine members 
and miscellaneous supplies with 149 mem. 
bers in 1923. A systematic calling on 
members who have the N. R. H. A, ac- 
counting system has been inaugurated 
with the idea that such members may be 
sure to have the fullest measure of good 
from their records by knowing the 
proper methods of handling. 

The store and stock arrangement de- 
partment, inaugurated in mid-year, has 
furnished suggestions, standard plans or 
special plans to eighty-three members 
during the year. 

The collection department, although 
a new department, has collected $1,045 
for seventy members. This department 
is subject to greater development and 
during the year 1924 we hope to inaugu- 
rate stronger pulling plans to bring in 
the collections and make this department 
more helpful to the members. 

The widows and orphans fund was 
started and is an independent feature 
which is appealing more and more to the 
fraternal spirit which should exist among 
hardware men. However, the Secretary's 
office finds that our membership needs to 
be reminded in order to enlist their mem- 
bership in this fund. We hope to have 
several hundred sign up at the conven- 
tion in this fund in the interest of your 
loved ones. 

Simplification. 


On simplification, let me call your at- 
tention to a little saving which can be 
applied in every store. 

It takes sixty muscles to make a frown 
and sixteen muscles to make a smile. 
Why not simplify and save the differ- 
ence and Mr. Paint Dealer save the 
surface? 


Profit and Expense. 


Margin, expense and profit have. been 
taken up in the national way to correct 
the school text books as to what is profit, 
and within the next few weeks we will 
call on our members to take this subject 
up with the county superintendent of 
schools, to the end that he may call at- 
tention to and request the text book 
publishers to revise the text book to 
conform to practical business methods as 
to what is profit. 

Herewith submitted is the report of 
the certified public accountant, showing 
receipts during the year of $21,792.84 
and disbursements of $20,764.33 ; showing 
receipts of $1,028.51 over disbursements, 
which with balance at beginning of the 
year of $1,029.26, leaves cash in bank 
December 31, 1923, $2,057.77. 


The committees were then ap- 
pointed, and this closed the session 
for the morning. 

Tuesday Afternoon, February 19. 

Tuesday afternoon the meeting 
was somewhat late in getting started, 
due to the fact that the Chicago 
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February 23, 1924. 


Rotary Club was entertaining dis- 
tinguished visitors in the Tiger 
Room, one of these no less a celeb- 
rity than the winner of the Pok 
peace plan prize, C. H. Levermore. 

It is rarely that these men ever 
settle down immediately to the pro- 
saic discussion of business without 
first lightening up their’ spirits, and 
in the absence of the wherewithal 
to do this, they resorted to the time- 
honored method, not, however, be- 
fore they had listened to one vocal 
selecttor rendered by Mrs. Marti 
Engelhardt. 

The leaders of Timely Topics 
Hour were W..F. Baldwin, of -Yeo- 


mans & Shedd-Hardware, Danville, . 
and Eugenie Young, of the Barrett’ 


Hardware, Joliet. 

The topic which engrossed the 
attention was advertising in its vari- 
ous phases. 

The discussion turned upon win- 
dow displays, newspaper advertis- 
ing, circulars, and store papers. 
This latter method was agreed by 
all to be an excellent plan, but too 
expensive for a moderate capital in- 
vestinent. 

Mr. Young said that the adver- 
tising appropriation of his firm came 
to about 34 of 1 per cent of the 
gross sales, and. this amount pro- 
duced excellent results. An adver- 
tising man stated that the best. post- 
tion in the newspaper was near the 
upper right hand corner. Sporting 
goods advertisements should appear 
on the sporting news pages, whereas 
garden tools, grass seed and door 
mat ads should appear as near as 
possible to the society news columns. 

The discussion brought out many 
teresting and useful methods of 
increasing sales. 

This hour was followed by a talk 
on “Business Building,” given by 
S. R. Miles, Manager of the Serv- 
ice Bureau of the National Retail 
Hardware Association, Indianapolis, 
Indiana. 

In his talk Mr. Miles stressed the 
necessity of making it convenient 
for people to buy. He said the 
whole secret of increasing sales was 
the constantly: shifting-and changing 
of goods so as to create the impres- 
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sion that something new and differ- 
ent was always being offered. 

The banquet, entertainment and 
dancing took place Tuesday evening. 
Wednesday, February 20. 

Wednesday morning’s meeting 
opened with community singing. 

The Timely Topics Hour was 
conducted by Fred Swannell, Baird- 
Swannell, Kankakee, and William 
Read, Read Brothers, Bloomington. 

The discussion opened with 
“What are possible legitimate hard- 
ware side lines?” 

Can you have-too many side lines ? 
and is it good merchandising to use 





Frank Burke, 
President-Elect Illinois Retail Hard- 
ware Association. 


side lines as cut price leaders? were 
topics discussed. 

Roy Williams, Decatur, said that 
radio goods was a good side line, 
but it was a lot of work to carry the 
line. It is estimated that there will 
be $30,000,000 spent in radio sets in 
1924. It was agreed that radio 
goods is in its infancy and they 
will bear watching in order to in- 
sure against loss. 

Crockery was conceded to be one 
of the best lines to draw the women 
into the store. Crockery should be 
nested, said one man. He said this 
crockery should be purchased from 
the manufacturer direct. The big- 
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gest loss comes in breakage during 
delivery. 

The discussion then turned to 
simplification. Simplification of 
hardware will materially lower pro- 
duction costs, it was agreed. A 
great deal has already been done in 
simplification of paints. The na- 
tional association has taken the mat- 
ter up with Secretary of Commerce 
Hoover, in order to find out what 
other items could be simplified if not 
entirely eliminated. 


It was learned that an analysis 
showed that 75 per cent of all paints 
were confined to eight or nine colors, 
the others being superfluous stock. 

“Dealer Profits” was discussed by 
Martin L. Pierce, of the Hoover 
Company, North Canton, Ohio. He 
said that the solution of increasing 
sales problem: was a thorough un- 
derstanding of the human factor and 
the taking of the customer into con- 
sideration. He further said that the 
women were doing the buying and 
the appeal should be made to them. 
The emotional factor must be con- 
sidered. 

He also said that the hardware 
man was a substantial citizen, not a 
fly-by-night; he is usually a good 
financial risk, and lastly, he is far 
ahead of other business men in se- 
lecting out new and _ scientific 
methods of selling. 

Wednesday Afternoon, February 20. 

Walt W. Ray, Belvidere, and 
Harley Mitchell, La Grange, opened 
the meeting with a discussion on “Is 
the Traveling Man _ Essential?” 
Here it was brought out that the 
traveling man is essential if he 
makes himself essential. He can 
make himself a service men and 
then he becomes a necessity. 

Further discussion showed that 
theoretically the salesman is not 

‘essential, but practically as business 
is now conducted he is needed. 
From an economic standpoint he is 
a mere duplication of an order clerk, 
but practically we know he is a sales- 
man, with emphasis on the sales. 

If chain stores can get along 
without salesmen, why cannot the 
hardware man? was a question 
asked. One man said that on the 
mail route in his town the mailman 
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collects on an average of several 
hundred dollars every month going 
to the mail order house. He asked 
where the salesmanship came in 
when the mail order house could sell 
your trade through the mails at 


much less than you can. 

Walt Ray said he had obtained 
much valuable information from the 
salesmen. Other young men voiced 
the same opinion. 
One man said: “Without the 
salesmen we would have to order by 
phone or mail, and would have to 
make periodical visits to the buying 
centers to secure the personal con- 
tact which is so desirable a factor. 
Effective buying under the system 
without would increase 
the responsibility of the buyer, 
whose success would depend upon 
his individual ability. | 


salesmen 


To the question, “In view of the 
fact that so many manufacturers are 
forcing sales through the use of 
their own canvassers, what should 
be the attitude of the retailer?” 
many men said that it was to their 
advantage. Some other actual ex- 
periences seemingly proved, how- 
ever, that the policy does not allow 
enough profit. 

After a great deal of discussion 
the subject was closed and Murray 
Sargent, of Sargent & Company, 
New Haven, Connecticut, spoke on 
‘Decimal Packing.” 
After giving a short history of the 
decimal system, starting with the 
period during the war, Mr. Sargent 
said the decimal system had been 
thoroughly tested and found satis- 


Pricing and 


factory. 

In regard to the cost of making 
the change he found that this came 
to about what it would cost to em- 
ploy an ordinary extra clerk. 

He showed how the sales would 
not be reduced by the system, and 
he went into considerable detail in 
explaining the subject. 

The advantages are that it makes 
for uniformity; it is a time saver; 
it is very good as a time saver in 
production. 

In comparison with the metric 
system the decimal system is a mer- 
chandising system, whereas the met- 





ric system is an engineer’s method 
of computation. 

The education required would not 
be so great a problem. 

In answer to the question, “Will 
it increase competition?” he said he 
did not believe this would occur. 


The movement ‘toward the deci- 
mal system is making a great but 
steady progress, and Mr. Sargent 
said, in closing, that he believed it 
to be both foolish and unwise to per- 
sist in the old system. 








Leon D. Nish, 
Re-elected Secretary Illinois Retail 
Hardware Association. 


\ rising vote at the conclusion of 
Mr. Sargent’s address indicated that 
the majority of retailers are in favor 
of the decimal system. 

Following the drawing contest for 
prizes, the meeting adjourned. 

Thursday Morning, February 21. 

The discussion was opened with 
“Timely Topics Hour,’ conducted 
by H. G. 
ware, Rockford, and Walter Dennis, 
of B. M. Dennis & Son, Decatur. 


“Where Is Headed ?” 
was a topic under discussion. This 
is a question which every man has 
asked himself and it certainly cre- 
ated a great deal of interest. The 
spokesman was Paul J. Stokes, 
Manager of the Research Bureau, 


Kling, Rockford Hard- 


3usiness 
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National Retail Hardware Associa- 
tion. Mr. Stokes explained his 
views and answered many questions 
which were generated during the 
address. 

Thursday afternoon B. A. Schroe- 
der, Schroeder Hardware, Barring- 
ton, and Herbert Giessing, Schaub 
Hardware & Iron Company, East 
St. Louis. 

A. L. Kommers, Antigo, Wiscon- 
sin, spoke on “Can Turnover Be 
Speeded Up?” The speeding up of 
turnover can be accomplished only 
by first eliminating those lines which 
have only rare or occasional calls 
and by paying more attention to the 
advertising and salesmanship, 

The reports of the committees 
were then made. 

Election of Officers. 
The following named men were 


elected to office for the ensuing 
year: 

President—I‘rank Burke, Wauke- 
gan. 

Vice President—A. W. Morris, 
Chandlerville. 

Secretary-Treasurer — Leon D. 


Nish, Elgin, re-elected. 

l‘ield Secretary—Paul Mulliken, 
lgin. 

The directors appointed were: W. 
G. Read, Bloomington; J. A. Van 
Natton, Springfield. 

The resolutions adopted by the 
association in substance were to ap- 
prove the simplification and stand- 
ardization program. 

To make an effort to have the 
school text books and dictionaries 
changed so as to give the modern 
definition of margin of profit. 

A meeting of the Board of Gov- 
ernors followed the adjournment of 
the regular convention. 








Seen and Heard 

















Vaughan and Bushnell Manufac- 
turing Company, makers of ham- 
mers and planes, were represented 
by Frank C. Martin, who hammered 
and planed (not complained) away 
at a good rate, shaking hands with 
all who came his way. 

E. C. Atkins & Company had 
quite a delegation at the convention. 
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To be sure, J. E. Johnson, who goes 
from one convention to another 
playing on a Silver Steel Saw, was 
there with bells on, and the selec- 
tions he rendered on his improvised 
violin were truly wonderful to hear. 
\Vith him were T. A. Carroll, Ad- 
vertising Manager; A. W. Witgen, 
William Knight and C. A. Ralston. 

American Steel & Wire Company 
always have a large display at all 
of the conventions, especially that 
of the Illinois men. In order to 
insure that all of their many patrons 
should be well taken care of, C. A. 
Cochrane, W. W. Taylor, George 
\. Scott and R. M. Clover were on 
hand. They not only took orders, 
but answered many sticking ques- 
tions for their patrons as well. 

George M. Clark & Company, 
makers of the Jewel line of gas, gas- 
olene and oil stoves, Division of the 
American Stove Company, were 
consuming a lot of gasolene (not in 
their car but demonstrating stoves ) 
but J. W. Buckley in charge of the 
display, said that it was well worth 
while. T. W. Hanmer 
and Thomas Delaney were on hand 
to relieve Mr. Buckley whenever the 
customers came thick, which was 
most of the time. 

Copper Clad Malleable Range 
Company had a beautiful display of 
their “Coppers” and E. T. Phalen, 
the “Copper Clad Crank’”’ for North- 
ern Illinois, was Johnny on the spot 
handing out his cards, on the back 
of which was a silhouette of himself 
in characteristic copper color on a 
black background. Of course, he 
had a white collar on. 


Lane, E. 


The Malleable Iron Range Com- 
pany was decorated in true “Mal- 
leable” style, G. K. Austin, P. S. 
Cannon and B. W. Bell certainly 
made good subjects for the back- 
ground of kitchen ranges, no kid- 
ding. 

The Quick Meal Stove Company, 
Division of the American Stove 
Company, certainly had George C. 
Wood and Harry F. Ellis busily en- 


gaged in trying to keep that young ° 


“Chick” with outspread wings fed. 
But they succeeded, and their display 
was very attractive. 

The Peninsular Stove Company 
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had a.captivating display which was 
fully up to their usual standard if 
not considerably better. C. J. Eis- 
enbies, W. E. Price and M. C. Rich- 
ardson of the Chicago office were 
all on hand. 

Our friend, R. C. Walker, evi- 
dently was busy this week, making 
up for the time he spent in the East, 
where he went to visit the Pennsyl- 
vania and Atlantic Seaboard dealers 
at their convention last week, as he 
did not get time to come up to the 
Chicago show. It was good to see 
Max Baugh, J. Bb. Sauer and Harry 
Barrage work though, for work they 
did, explaining the merits of the 
Weir furnaces to inquiring dealers. 
It apparently was not hard work for 
them to convince buyers, as the or- 
ders -seemed to be forthcoming in 
good order. 

A real display was that of the 
lox Furnace Company, who had a 
room on the first exhibit floor. This 
was especially well located, for as 
you looked down the corridor, you 
could see a special nickeled Fox 
Furnace on a raised platform of 
rich royal purple velvet with hang- 
ings of the same color edged in gold 
arranged in portico effect. It was 
by far the most striking exhibit of 
all. Ward Hickok, T. B. Valiant 
and L. B. Corwin took turns in 
greeting the many visitors. No Chi- 
cago exhibit would be complete with- 
out “Tom” Bowler. 
knows Tom and if there was a pop- 
ularity vote, it isn’t hard telling who 
would win. 


Everybody 


The Excelsior “fellows” were all 
there: Charlie Glessner, Joe Gold- 


berg, Rudolph W. Menk, John 
3rooks and W. J. Prendergast. 


They distributed brass edge rules 
and with some mighty valuable in- 
the reverse 
which they say was Menk’s idea. 

No need to ask whether Harvey 
Manny was there, for you will find 
him and Fred Bloomfield at all the 
Chicago shows. They had a new 
furnace on display which certainly 
has the promise of being a “world 
beater.” 

One of the livest booths, though 
it was a pretty small one, was that 
of the International Heater Com- 


formation on side— 
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pany, manned by Les Taylor, George 
Johnston, J. M. Beech, A. J. Holmes 
and their new man, James Charles 
Allen. Their exhibit was at the 
head of the aisle and there was con- 
stantly such a crowd around it that 
to get near was like running the 
gauntlet. 

Wheeling Corrugating Company 
had a marvelous display of Super 
Radiant Heaters. A. E. Ketcham 
was sent especially by the firm be- 
cause it was generally known that 
A. M. Schwessler, Joliet, would be 
there. Forestalling the event, how- 
ever, that he wouldn’t be sufficient 
to take care of Mr. Schwessler’s 
needs and those of other customers, 
R. H. Nixon, H. W. Armbuster, 
8B. C. Jones and A. J. Madsen were 
also on hand and busy. 





Among the Exhibitors at the 
New York Hardware 


Convention Were: 

The New York Hardware Show, 
staged in the Seventy-first Armory, 
was almost exclusively a hardware 
proposition and a good representa- 
tion of dealers had booths. 

There were only three furnace 
exhibitors as follows: The Inter- 
national Heater Company, repre- 
sented by J. L. Carr, H. R. Tal- 
madge, Joseph H. Hogan, Harold 
Randolph and C. C. Schulz; the 
Lennox Furnace Company, with C. 
H. Schechter, B. C. Taylor, D. I. 
Heaps, FF. C. Arrance; Tuttle & 
Bailey, T. A. Warner and A. 5. 
Robertson. 

These firms certainly made up for 
their lack of quantity by the qual- 
ity of their displays. 

Promise on the part of an adver- 
tiser to refund the purchase price to 
any dissatisfied customer, on the 
basis that “the customer is the sole 
judge,” should be carried out to the 
letter, and is not open to the claim 
by the advertiser that the decision 
by the customer to return the mer- 
chandise was unreasonable. This 
type of guarantee of satisfaction is 
about the strongest that may be 
made and the advertiser is under 
an unusual responsibility to live up 
to his statement in every respect. 
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AILROADS, street cars and 

automobiles running into Cin- 
cinnati were crowded during the 
fore part of the week while bringing 
delegates, over 2,000 in number, to 
the Thirtieth Annual Convention of 
the Ohio Hardware Association, 
held at the Hotel Gibson, Febru- 
ary 19 to 22. 

The opening meeting was called 
to order by President George E. 
Pfarr, Akron, in the Auditorium of 
the Music Hall. Singing was in- 
dulged in at the opening, in order 
to “pep” all the members. The 
singing was led by Norman Fehl, 
Cincinnati Community Service. The 
ladies were cordially invited and 
royally entertained. 


The report of the memorial com- 
mittee was then heard, and this was 
followed by the invocation, read by 
Treasurer John F. Baker, Dayton, 
one of the few remaining charter 
members. 

The delegation was then cordially 
welcomed to the city by J. H. 
Hoover, Chairman of the Entertain- 
ment Committee of the local Cham- 
ber of Commerce. 

The Exhibit Hall was open from 
1 p. m. to the visitors and in the 
evening until 10 p. m. to the public. 

Tuesday Evening, February 19. 

Some manufacturers are “nearly 
down and out” because of the ina- 
bility of salesmen to keep in step 
with progress, Paul W. Ivey, Ph. 
D., of the University of Nebraska, 
merchandising investigator, lecturer 
and counsellor, told delegates at Mu- 
sic Hall Tuesday night. 

“In this, the age of radio, air- 
planes and leviathans,” he said, “it 
is up to the salesman to modernize 
himself if he would survive. 

“Many salesmen have been un- 
able to ‘come back’ from the mental 
state they were thrown into during 
the period of industrial depression,” 
he explained. 


Ohio Hardware Men Get Down to .Practicalities aj 


Cincinnati Convention February 19 to 22. 


Paul W. Ivey, Ph. D., Tells Merchants of the Gold 
Mine in Retail Business—C. A. Tope Elected President. 


“Manufacturers are now able to 
produce goods at a lower’ cost than 
ever before. The big thing is not 
production; it is selling what you 


make,” he added. 


Dr. Ivey is on leave of absence of 
a year, and is engaged in making 
retail merchandising surveys in the 


interest of Chicago manufacturers. 


“The retail business is a gold 
mine,” he declared. “One doesn’t 
have to go to California or Alaska 
to find the precious metal—it is at 








George Pfarr, 
Retiring President, Ohio Hardware 
Association. 


improve their 1924 advertising over 
the method they used last year. 

“Creative Salesmanship” was the 
subject of Professor Ivey’s talk. It 
is the thing that is going to bring to 
light the gold mine, he explained. 
“Defined,” he said, “it is creating 
value in the minds of the customers, 
making them see where value is.” 

Not one-tenth of the universities 
of the United States are teaching 
salesmanship, he pointed out, but 
stick to the old style curriculum 
which has to do with production 
and transportation. 

















































“Salesmanship in this country,” 
he announced, “is the same as that 
practiced twenty-five years ago, and 
it can’t go on!” 

Dr. Ivey said he had visited 100 
hardware stores in eleven states and 
not a salesman had described a com- 
our very feet, at home, in this year 
of 1924.” 

The power of advertising in sell- 
ing articles was stressed by the 
speaker. He said retail stores are 
making faster progress than mail 
order houses, but the “chain store” 
is progressing best of all. It is up 
to merchants to realize they must 
mon, ordinary hammer in a manner 
which made him satisfied to pur- 
chase it. Then, after years, he 
found in the catalog of a Chicago 
mail order house the description that 
he sought. 

“I never saw all those points ina 
hammer,” he added. ‘\Whenever 
the retailer gets to the point when 
he can realize that the customer 
doesn’t see what he looks at—he 
sees only what he has been educated 
to see—then the dealer will be on 
the high road to prosperity,” he 
said. 

Wednesday Morning, February 20. 

The reading of the annual report 
of the President, George Pfarr, of 
Akron, marked the Wednesday 
morning session. 

Annual Message of President George 
Pfarr. 


One year ago at our Cleveland conven- 
tion I expressed my desire to meet and 
greet every one of you during my turn 
of office. That, I have only partially suc- 
ceeded in doing, so, it is my sincere re- 
gret and trust I will have the pleasure of 
accomplishing my desire before this con- 
vention closes. 


Becomes Member of U. S. Chamber 
of Commerce. 


* During the past year your Association 
made application and became a member 
of the United States Chamber of Com- 
merce. We now have in this state the 
Ohio Council of Retail Merchants and 
nationally the National Council of Retail 
Merchants. 
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We have during the past year, like in 
other years, held a number of group 
meetings, not one of them poorly attend- 
ed, although the weather at some of them 
was bad, all of them full of enthusiasm, 
energy and thrift and a spirit of codpera- 
w There is a multitude of good to be 
accomplished by cooperation. Were this 
not true, the national organization of the 
three branches of the trade would cer- 
tainly not be taking the steps they are, 
could they not see improvement, eco- 
nomically and socially. 

There may be a few localities in our 
great commonwealth in which the mer- 
chants are still going on the old time- 
worn custom of every man for himself 
and the devil for us all. It seems to me 
the height of folly to think of such a 
custom. Why the only cases where this 
method still applies is in cases of emer- 
gency or on the battlefield when the 
enemy had overwhelmed us, and the com- 
mand given “Every man for himself,” 
which usually results in disaster with few 
survivors, and those who are fortunate 
enough to survive are conspicuous with 
the marks of the battle. 

Friends, kindly allow me to make a 
suggestion which I believe and know by 
actual experience will be a step forward 
—that suggestion is, that we forget that 
there ever was such a method of doing 
business, that we codperate with our 
neighbors and enjoy peace. 


Studying Future of the Clerk. 


What are we going to do for our fu- 
ture hardware merchants? Our present 
sales people, certainly we can not and 
will not see them clerk and work for us 
all their lives. Many of them are and 
have been good and true employes, but 
we cannot expect them to give us efficient 
service unless we hold out some induce- 
ment to them, show them something to 
look forward to. 

The solution must be left to the owner. 
In many cases certain methods will be a 
success. In others they will work a hard- 
ship. I believe that most of us want to 
help our old and faithful employes. It 
seems to me that there should be ways 
this can be done and often times in such 
a way that it will work no financial hard- 
ship on the merchants. 


Paying of Bonuses. 

Yes, there are a number of solutions to 
this question. There is one, however, that 
is usually in the foreground, namely, the 
paying of bonuses. 

Personally, I have nothing against bo- 
nuses. In fact, we have paid them for 
years, but they must be the right kind. 
Otherwise they will do more harm than 
good. I am positively opposed to paying 
our salesmen a percentage of his gross 
sales. Should it be your desire to bonus 
them, pay them a percentage of the profit 
made on their sales, but be sure and fix 
an amount when the bonus begins, which 
should be at a figure so that all profit 
made by him over this amount would go 
to surplus and paid in one annual pay- 
ment. This method is used by many 
wholesale houses and can be applied in a 
retail store. Very often it inspires the 
salesmen to renewed energy and very 
largely does away with price cutting. 

I want to repeat by again advising that 
we stay away from bonuses on gross 
sales. It surely has a tendency to put a 
premium on price cutting, and a discount 
on salesmanship. 

In my opinion and experience efficent 
sales-people codperating with us and we 
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with them create an asset that is credit 
to our stores in every possible form. 
Making Money in Buying. 

While we are on this subject we may 
as well take in another fellow—this time 
the shoe is on the other foot. Our sales- 
men are doing their best to sell our mer- 
chandise, in order to keep them selling 
there comes a time when we must re- 
plenish our stocks. We have heard it 
said, no doubt, many times that there is 
as much money made in buying as there 
is in selling. This fellow, the traveling 
salesman, comes into our stores with a 
smile ready to codperate with us, and 
because in many cases we are the only 
ones he knows in the town, he feels that 
we are his friends. Boys, do not give 
this chap the cold shoulder, treat him 
kindly, treat him as we would want to 
be treated were the conditions reversed; 
give him an order if you need his mer- 
chandise, if not tell him in a manner that 
one friend should tell another. 


| 
| 
| 
| 
| 
| 





N. N. Hunter, 
Retiring Vice-President, Ohio Hard- 
ware Association. 


Last year at this time at our Cleveland 
convention you through error elected me 
President of our Association. It seemed 
to me at that time you were making a 
serious mistake, especially with such 
splendid material to be found in your 
ranks. Now with the year behind us, I 
feel more convinced than ever that a 
mistake was made, for experience has 
shown me how much there is to be done 
and likewise how little I have been able 
to do. Therefore, I am constrained to 
follow my few remarks with what may 
seem almost an apolgy for my meager 
results. 

Thanks to the efforts of those who 
have preceded us, so that at this time 
occupies the first rank as an Association 
which stands for 100 per cent business 
accomplishment. We may look back 
with pride upon its efforts which were 
built on a solid business-like foundation. 
And thanks also to the founders of this 
Association, fourteen in number, God 
bless them, six of whom, I.am happy to 
announce, are still living and as far as I 
know in good health. They are, namely, 
John F. Baker, Dayton; J. P. Duffey, 
Greenville; Fred Haberman, Marion; B. 
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W. Ricketts, Coshocton; Phares Bink- 
lay, Dayton, and my own townsman, 
Theodore Butler, Akron, who was our 
first Secretary. 

Proud they must feel for their efforts 
of thirty years ago—also the pleasure 
they must be enjoying by seeing their 
thought developed from the original 
number to an Association that today oc- 
cupies a position of first magnitude. 

After my election last year I felt the 
need of a closer contact, a better ac- 
quaintance with all of you. With that 
thought in mind I have with our Secre- 
tary spent many days in the past year in 
going from town to town to be with you 
in your places of business. 

President Pfarr Does Some 
Remembering. 

When I look back, and it is only hu- 
man to reminisce, I can not help but 
think of the days when most of us kept 
our stores looking like a scrap heap. Our 
books and accounts just as carelessly 
handled, with scarcely any attention paid 
to insurance; also that we felt in order 
to succeed and live we must open our 
stores at daybreak and remain open until 
9 or 10 o'clock at night; also that one of 
the ten commandments was to hate our 
neighbor with all our might, you kick 
him when he was down, do anything that 
was right or wrong to take the bread out 
of his mouth as well as his dependents. 
Compare those days with the present and 
you will find that we have for the most 
part established a proper and decent hour 
for opening and closing our stores, so 
that home and civic affairs have a share 
in our lives, to say nothing of the many 
other improvements among which are the 
growing respect for and codperation 
with our neighbor. Our modern methods 
of doing business, etc., for all these im- 
provements I cannot help but give due 
credit to the Ohio Hardware Association, 
which has been such a large factor in 
paving the way and lending us every 
assistance in lifting us up to a level which 
today should make us proud to be a part 
of it, and ‘still more proud may we be 
when this, our, organization is recognized 
throughout the nation as a real leader in 
furtherance of our social and economical 
problems of today. 


Are Men of Honest Effort. 


Sometimes I wonder if we are inclined 
to take the full measure of credit due 
us in our respective communities. Do 
we realize that we are men of honest 
effort and are looked upon as one of the 
corner stones in our town and recognized 
as men who stand for sound, practical, 
conservative business principles? 

Now, just a word more about our 
competitors—to me to put it mildly is a 
nasty word and often misinterpreted. 

About seventeen years ago in my city 
(Akron) most all of the hardware deal- 
ers were bitter opponents, at swords’ 
points, so to speak, with each other; to- 
day we are competitors certainly in the 
modern form. But friends, as well as I 
assure you, we have come to know that 
the other fellow may after all be just as 
smart as we are. 

Today we know nothing of our fellow 
hardware man’s sales policy, except that 
he, like ourselves, is trying to make a 
reasonable profit on his investment, and 
our respect for his ability tells us we 
can et least be friends, for at the end of 
the year the chances are that, try as we 
will, the old law of averages still pre- 
vails and our sales and profits will doubt- 
less be near those proportions. > 

Friends, the congenial and friendly 
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spirit which not only exists in Akron, 
but in nearly every nook and corner in 
the state, is due to no other reason than 
the combined energy and power of your 
group meetings and with the assistance 
of your state association, may this good 
work go on and on, and never stop. 

I have gone into this somewhat at 
length, in fact I have said much more 
than I intended, but if what I have said 
will be the means of bringing just one 
dealer into line I will feel that I have 
done my mite in helping to forward this 
wonderful work which by our united 
efforts must continue to grow and help, 
thus blazing the trail for those to follow 
so that each passing year my be crowned 
with the success that is justly due. 

In concluding my message I wish to 
express my heartfelt thanks and deep 
appreciation to our board of directors, 
to the members and ladies of the entire 
Association,. active and honorary, to the 
exhibitors and their assistants, to the 
members and ladies of the Cincinnati 
Hardware Guild, to the officials and citi- 
zens of the city of Cincinnati for their 
splendid codperation and the support 
given the Association during the past 
wr and at the convention here assem- 
bled. 


The presidents address was fol- 
lowed by the reading of the report 
of the Secretary, James PB. Carson, 
of Dayton, and the report of the 
Treasurer, John F. Baker, also of 
Dayton. All reports were adopted. 


Report of Secretary James B. Carson. 

This is the thirtieth anniversary of 
The Ohio Hardware Association and it 
is fitting on this occasion to include in 
our report a general review of the 
growth and accomplishment of the 
organization that was started in Colum- 
bus in 1894. 

The first president was T. J. Morris, 
Lima, and the first secretary was Theo- 
dore Butler, Akron. The next secretary 
was John F. Baker, Dayton, and he was 
followed by George M. Gay, Coshocton. 
In 1901 he started the Ohio Hardware 
Mutual Insurance Company and was suc- 
ceeded as secretary of the association by 
D. R. Burr, Piqua, who in turn was 
succeeded by Frank A. Bare, Mansfield, 
who served for several years and was 
succeeded by your present secretary. 

There have many changes been made in 
these thirty years and of the original 
thirteen members who sat down to this 
first dinner together, just three of them 
remain in business—J. P. Duffey, Green- 
ville; John F. Baker, Dayton, and George 
M. Gray, Coshocton. 

Not one of these thirteen members ever 
thought at that time that from this small 
beginning, such an organization as oul 
National Association would be born and 
grow until today it has a total of 22,000 
members, representing every state in the 
Union, maintaining a centralized head- 
quarters with different departments with 
experts in charge, where every member 
can have information pertaining to his 
business just for the asking and who are 
doing a wonderful work in looking after 
the interests of our members in a 
National way. 

At that time no one thought of the im- 
mense sum of money that has been re- 
turned to our members from our insur- 
ance department. Our own Ohio Hard- 
ware Mutual was the first one to be 
organized and now we have six different 
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hardware mutual companies admitted 
into our state so that our members may 
carry all their insurance in these com- 
panies. The annual dues that have been 
collected by the secretary during these 
years would look very small in com- 
parison with the amount that has been 
paid back to the members from the in- 
surance department. 


Enrolls as Member of U. S. Chamber 
of Commerce. 


Not one of these pioneer members in 
our association ever gave thought to the 
power for good to be had through the 
relationship with other retail organiza- 
tions as given to our members through 
our membership in the Ohio Council of 
Retail Merchants. During the past year 
we have been enrolled as a member of 
the Chamber of Commerce of the United 
States and they have appointed one of 
these pioneer members, John F. Baker, 
Counselor, and all information from this 
body will be given by him through the 
columns of our Exchange in the future. 

Of course not all of our members have 
been awakened to the possibilities of or- 














James B. Carson, 
Re-Elected Secretary, Ohio Hard- 
ware Association. 


ganized effort. Occasionally we find one 
who is moving along in the same old way, 
but even he speaks with a feeling of pride 
of his membership in the association. We 
particularly notice this in the lack of re- 
sponse to some of the services that are 
being rendered. For instance, take our 
freight audit department. Our agree- 
ment with the auditor is that he shall 
make no charge for his work except 
where he finds errors and files and col- 
lects the claims. 

The same thing happens in the National 
office. Last year they made the most 
complete survey of the actual conditions 
in our hardware stores that has ever been 
made by any organization in any line of 
trade, yet they have great difficulty in 
getting the members to codperate in this 
work by filling out the questionnaire sent 
out and without this information there 
can be no information obtained. 


Necessity of Simplification. 


Just now we are talking about simpli- 
fication of lines of stock as a method of 
reducing cost of operation. We feel sure 
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every member knows he is carrying man 
articles in stock that are really not neces. 
sary and could be eliminated, reducing his 
investment and giving him greater turn. 
over. You can help in this work if yoy 
will write to your manufacturer the items 
you think are unnecessary to carry jn 
your stock. Anything you carry in Stock 
that is of no peculiar benefit to your cys. ' 
tomer ought to be dropped and not car- 
ried because some one makes it. 

A couple of weeks ago I visited the 
Indiana convention at Indianapolis, and 
while there, in talking over this subject 
with a member in attendance, he told me 
that he spent more money outside of his 
business in living, etc., in a year than his 
father did in all his life. He said his 
father in the spring would take out a box 
of axle grease and some oil for the har- 
ness and his whole expense for pleasure 
for the summer was taken care of, but 
it is quite different now. 


Getting Ready for the Convention. 


In planning this Thirtieth Annual meet- 
ing, I feel sure our officers had a vision 
of this being the biggest and best con- 
vention we have ever held. Your officers 
have worked hard for the success of the 
association and your president has been 
especially active, because he was in posi- 
tion to give it more time than most of 
presidents are. He does not know what 
the word tired means and has been ready 
at all times to go with your secretary to 
group meetings or to help fart new ones. 

We want you to get everything out of 
this convention you can and if I thought 
for a moment that any member would 
come to this meeting without taking 
something back home with him that he 
can put into his business, something that 
will make him want to come again next 
year, I would want to talk to this mem- 
ber and get his viewpoint, because I 
would think our officers had made a mis- 
take in their planning. I believe you will 
like the program and that the hardware 
show in the exhibit hall will be of great 
interest to you. I believe the hospitality 
of the people of Cincinnati will make you 
want to come to their city again. 

Remember that at this first meeting of 
our association, every one knew each 
other and they talked and planned for 
those who are here today, and if we are 
to carry on for those in the future, we 
must talk and plan just as they did. 

We have had a very successful year in 
our work, just as it has grown in all the 
past years, so it is larger today than it 
was at the last convention and our mem- 
bership on the 3lst of December when 
we closed our books was 1,502. 


A question box, “The Future of 
the Small Town Dealer,’ was con- 
ducted by Frank L. Paeltz of Rus- 
sellville, and another, “Better Busi- 
ness Methods,” was conducted by 
W. H. Farley of the National Cash 
Register Company, a_ nationally- 
known authority on merchandising. 

No business sessions were held 
Wednesday afternoon. The time 
was devoted to the study of the vari- 
ous exhibits, which were said to be 
the most elaborate ever displayed in 
the history of the organization. The 
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exhibition was also open to the 
public. 

On Wednesday night the Hard- 
ware Club of Cincinnati gave a din- 
ner and entertainment at the Hotel 
Gibson. 

Thursday Morning, February 21. 

The question box was opened 
Thursday morning by a discussion 
on “How We Handle Repairs.” 
The debate was conducted by Stan- 
ley Sellers, President of the J. W. 
Lingo Company, Lebanon, Past 
President of the National Associa- 
tion of Implement Dealers. 

The subject of how to handle re- 
pairs is a hardware perennial and 
methods of handling it vary with 
Under 
these circumstances each mai comes 
to the convention with an entirely 
different and new set of experiences 
from his brother in the next town 


the different circumstances. 


or county. 

It was agreed, however, in an- 
swering the question that justice 
should be the guiding factor. <A 
policy of this kind cannot fail to be 
productive of good results which 
will naturally redound upon the 
hardware retailer. 

H. P. Sheets, Secretary of the 
National Association, spoke upon 
“Waste.” Of course, it would be 
beyond the limit of human possi- 
bility to enumerate in so short a 
space of time as that allowed the 
multifarious ways in which waste 
occurs. It was not, however, the 
object of the speaker to tell flat- 
footed what these wastes are, but 
rather to bring home to the hard- 
ware retailer the results of these 
wastes, interpreting them in terms 
of dollars and cents chalked down 
against the red ink side of the 
ledger. 

It was his object to get the re- 
tailer to think these things out for 
himself and then he can more intel- 
ligently find a remedy, and from all 
appearances the speaker succeeded 
very well. 

Dr. C. O. Ruggles, Head of the 
Commerce Department of Ohio 
State University, spoke on the “Fu- 
ture Plans of the State University.” 
Dr. Ruggles’ talk, of course, was 
confined to future’ plans regarding 
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the training of young men who an- 
ticipate entering commerce; that is, 
he tried to bring out the knowledge 
that changes in the method of teach- 
ing salesmanship and the basic 
studies pertaining thereto were be- 
ing contemplated. 

The report of the activities of 
the Ohio Council of Retail Mer- 
chants by Executive Director George 
Sheridan, Columbus, and that of 
the Nominating Committee were 
then made. The former showed 
that the Council is indeed alive and 
active. 

Election of Officers. 

The Nominating Committee pre- 
sented the names of the following 
men, who were elected by acclama- 
tion : 

President C. A. 
ton. 

Vice-President—I*rank R. Conk- 


Tope, Carroll- 


lin, Delaware. 

Secretary—James B. Carson, re- 
elected. 

Treasurer—John I. Baker, Day- 
ton, reélected. 

The Directors named are as fol- 
lows: 

R. W. Patterson, Cleveland; J. 
Joseph C, 


Riley, Celina. 


Stimmel, Columbus ; 
Bevis, Harrison; \W. 

The afternoon was spent visiting 
the exhibitors. 

The Annual Theatre Party was 
held in the evening and delegates 
attended Keith’s theatre. 

Friday, February 22. 

Friday morning the discussion 
centered upon “\What Are Neces- 
sary Essentials for Doing a Cash 
and Credit Business ?” led by Direc- 
tor John Sommer, Portsmouth. 
Some valuable pointers were ob- 
tained from this discussion. 

A report of the Resolutions Com- 
mittee was then made and following 
the conclusion of unfinished busi- 
ness, the meeting adjourned. 











Cincinnati Gleanings 





S. W. Hetherington, Ray E. Tay- 
lor, E. H. Skinner and George 
Thomas were in town to help Cliff 
Niehaus, the local jobber of Fox 
Sunbeam furnaces and cabinet heat- 


- 
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ers, take care of the many visitors 
to their exhibit. 

In the Berloy booth A. E. Wat- 
son supervised the work of his three 
trusties, W. S. Fulton, Emil Baechel 
and J. Wirth, who had plenty to 
say about Berloy metal ceilings, 
Toncan metal and other products of 
the United Alloy folks in Canton. 

If hardware dealers in Ohio don't 
know that there is such a company 
as the Homer l'urnace Company, 
and that fireplaces, coal chutes and 
Homer furnaces are among its prod- 
ucts, it certainly will not be the fault 
of Ross Strong and W. E. Baum, 
for they not only made their pres- 
ence known, but told everyone who 
could be induced to stop all about 
the Homer goods, and they had 
plenty to do. 

J. R. Brower and D. R. Myers 
were in charge of the fine exhibit 
of Quick Meal coal, oil and gas 
ranges, and evidently they have 
many friends in Ohio, for their or- 
der books seemed to be used up at 
a good rate whenever the repre- 
sentative of AMERICAN ARTISAN 
passed by. 

Harry Neal, of the Hall-Neal 
l‘urnace Company, came over from 
Indianapolis to help H. E. Hoag- 
land, their Ohio representative, take 
care of the many visitors who 
wanted to learn about the heat de- 
Hecting device on their Victor steel 
furnaces. 

The Cincinnati Hardware Club 
had a place set apart in the lobby of 
the exhibit hall where information 
about shows and other things worthy 
of attention might be obtained, and 
where also the exhibitors might en- 
joy a smoke. 

J. Y. Hicks and H. E. Hoagland 
made many stove merchants happy 
by allowing them to place orders for 
Monarch coal ranges and Paramount 
gas, combination and electric ranges. 
Mr. Hoagland, who operates a sell- 
ing agency for ranges, heaters and 
furnaces, with headquarters in Co- 
lumbus, also did a nice business on 
the Parlor furnace, made by the 
Allen Manufacturing Company. 

Fred F. Foster was bewailing the 
fact that Arthur Lamneck could not 
come down from Columbus to hein. 
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him book orders for Lamneck sim- 
plified furnace pipes and_ fittings, 
corrugated stove: pipe elbows and 
other products of the W. E. Lam- 
neck Company. 

R. S. Thompson and Irwin Fried- 
man had them all coming their way. 
You have all heard about the fa- 
mous Andy Gump Combination 
Hair brush and Mirror. Well, 
Thompson and [‘riedman seemed to 
have cornered the market on this 
wonderful invention, and the only 
way you could get one of them was 
to place an order for Master fur- 
naces, which, as you no doubt know, 
are made by the Mt. Vernon Fur- 
nace & Manufacturing Company. 

H. H. Myrick, as usual, had a fine 
display of the CopperClad Malle- 
able. Myrick is willing to fight any 
man who ventures to dispute his 
claim, but although there 
“copper” stationed nearby, he did 
not have occasion to quell any dis- 


was a 


turbance. R. H. Smithson helped 
him with the pencils and order 
books. 


Henry Squibbs and six other dig- 
nified but cordial gentlemen did the 
honors in the double booth of the 
American Steel & Wire Company. 
They were: E. J. Wightman, J. P. 
Hirsch, Frank Horning, Frank In- 
glis, C. F. Burns and E. H. Guise. 

The Monitor Furnace Company’s 
exhibit, in which the well-known 
Caloric furnace was shown, was un- 
der the charge of I. C. Livingston 
and J. E. Dwire. 

H. B. Reppetto, A. Gable, M. 
Beard and O. L. Baird looked after 
the visitors who came to place orders 
for Fremont stoves and ranges. 

One of the most popular places 
in the whole exhibit was the booth 
of the Parker Wire Goods Com- 
pany, for E. B. Stannard, the fa- 
mous pool player, distributed de- 
licious apples. “Stan” says as a 
souvenir an apple is far superior to 
a cigar, because if you give a good 
apple—and his were fine—every- 
body can see the recipient enjoy it, 
and they will ask where you got it, 
but with cigars it is something else 
again. 

J. L. Skuttle, of the Marshall- 
town Manufacturing Company, had 
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many interested listeners to his story 
about the Skuttle improved auto- 
matic humidifier for furnaces. 

In the oil and gas range exhibit 
of the New Process Stove Com- 
pany division of the American Stove 
Company, the merits of the famous 
red wheel of the Lorain oil burners 
and oven regulators were explained 
by G. E. McDowell and R. E. 
Mebis. 

Evidently manufacturers of wash- 
ing machines are of the opinion that 
Anchor Brand clothes wringers are 
as good as can be made, for nearly 
every washing machine that was on 
display was equipped with: an 
Anchor. 

F, W. Steinhagen was wearing a 
happy smile and a pair of work 
gloves early Tuesday morning when 
I stopped at the booth of the Penin- 
sular Stove Company. He was put- 
ting a bit of extra shine on the nickel 
and enamel parts of their fine coal, 
gas and combination ranges, and 
after he got through with them he 
wielded a clever brush on the good 
looking furnace that they feel so 
proud about. B. F. Wilson and W. 
A. Anderson took turns in watching 
“Steing” work. 

It simply would not seem like a 
real show if Gus Ruhling and Al 
Vaughan were not on hand with 
their handsome exhibit of V. & B. 
tools, so they were on deck bright 
and early—and late, too. 

The Model stoves, ranges and 
furnaces of the Home Stove Com- 
pany were under the charge of A. 
I. Hiatt, A. L. Lawson and John 
Orr. 

That other old and _ favorably 
known Indianapolis house, E. C. 
Atkins & Company, had a fine dis- 
play of saws and other tools, which 
was cared for by S. F. Perrigo, C. 
Fred Klee and J. E. Johnson, the 
saw fiddler. 

Charlie Gohmann and Fred E. 
Vernia had a lot of fun with their 
little dogs and dog houses, and for 
men who did not care for dogs they 
had bullfrogs—and last of all, but 
by no means the least—their Pointer 
kitchen ranges, which certainly 
seemed to hit the fancy of a lot of 
shrewd buyers. 
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The exhibit of the Wheeling Cor- 
rugating Company certainly fur- 
nished plenty of suggestions for 
those who cater to people with cold 
feet, for they showed a fine line of 
Super-Radiant gas and oil fireplace 
heaters and the old-fashioned wood- 
burning heaters as well. And then 
there were the famous Wheeling 
ovens for oil stoves and gas ranges, 
G. A. Johnson, C. W. Horne, C. O. 
Culver, H. T. McGough and P. W. 
Hayden were on hand to greet their 
many friends. 

C. P. Twomey, of the Damascus 
Steel Products Company, may be as 
old as his white hair would indicate. 
but he knows how to handle a ham- 
mer in demonstrating the hardness, 
toughness and flexibility of their 
Dasco Car-Van steel, driving pocket 
knife blades through ten-gauge steel 
plate and doing other interesting 
stunts with their tools and cutlery 
which are made of this metal, said 
to be the ouly one that approaches 
the old-time famous Damascus steel. 





T. B. Janney, Minneapolis 
Hardware Man and Philanthro- 
pist, Dies at 85 Years. 


Thomas B. Janney, President of 
the Janney, Semple, Hill Company 
and President of the Farmers’ and 
Mechanics’ Savings Bank, died 
Tuesday morning February 5th, at 
his home, 304 Oak Grove Street. 
Minneapolis, after an illness of ten 
days. Mr. Janney was 85 years old. 

Born in Ohio, Mr. Janney moved 
to Iowa 58 years ago. At the age 
of 28 years he went to Minneapolis 
and engaged with his brother, Ed- 
win Janney, and his brother-in-law, 
S. T. Moles, in the retail hardware 
business. 


For an extended period there- 
after,- Thomas B. Janney figured 
prominently in connection with the 
hardware trade of Minneapolis. The 
success of the venture was attri- 
butable in large measure to his close 
application and his concentration of 
purpose. 

For some years the firm sold only 
to the retail trade. Gradually there 
was developed a wholesale depart- 
ment, which was steadily enlarged 
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and emphasized until it became the 
stronger of the two phases of the 
business. 

Nine years after arriving in Min- 
neapolis, Mr. Janney, in 1875, be- 
came one of the organizers of the 
firm of Janney, Moles & Brooks. 

They purchased the hardware 
store that had been established by 
Governor John S. Pillsbury on 
Bridge square in 1855, and for a 
number of years thereafter this firm, 
which was later reorganized as Jan- 
ney, Brooks & Eastman, conducted 
both a wholesale and a retail busi- 
ness. The latter, however, was final- 
ly discontinued, and the wholesale 
house was removed to the corner at 
First Avenue South and Second 
Street. 

In 1883 Mr. Brooks died, and 
about that time Mr. Eastman retired 
from the firm. Mr. Janney, how- 
ever, continued at the head of the 
business, which was then reorgan- 
ized under the name of Janney & 
Semple, and which in time became 
the Janney, Semple, Hill Company, 
being thus incorporated in 1898. 

With the gradual growth of the 
business, it became the largest 
wholesale hardware establishment in 
the Northwest. It was in connec- 
tion with the wholesale business that 
‘Mr. Janney won the greater part of 
his prosperity. His course was ever 
characterized by a most progressive 
spirit, by unfaltering determination, 
and by unrelaxing industry, and 
these qualities have ever been a 
sound foundation upon which to 
build success. 

In 1869, three years after his ar- 
rival here, Mr. Janney was married 
to Miss Mary E. Wheaton of Min- 
neapolis. Mrs. Janney, two daugh- 
ters, Miss Frances W. Janney and 
Mrs. Helen J. Case, and four grand- 
children survive him. There also is 
a brother, P. S. Janney, and a sister, 
Mrs. Emily J. Moles. 





When you hear of some scheme 
that has been used by another man 
in your line, investigate. Find out 
how he worked it and how well it 
paid him. It may be what you need 
in your business. 


AMERICAN ARTISAN AND HARDWARE 








Coming Conventions 








Michigan Sheet Metal and Roofing 
Contractors’ Association, February 25 to 
28, 1924, Hotel Kerns, Lansing. F. E. 
Ederle, Secretary, 1121 Franklin Street, 
S. E., Grand Rapids. 

Missouri Retail Hardware Association 
Convention and Exhibition, Marquette 
Hotel, St. Louis, February 26, 27 and 28, 
1924. F. X. Becherer, Secretary, 5106 
North Broadway, St. Louis. 


Minnesota Retail Hardware Associa- 
tion Convention and Exposition, St. Paul 
Auditorium, February 26, 27, 28, 29, 1924. 
C. H. Casey, Secretary, Jordan 

South Dakota Retail Hardware Asso- 
ciation and Exposition, Coliseum Build- 
ing, Sioux Falls, March 4, 5, 6, 7, 1924. 
C. H. Casey, Secretary, Jordan, Minne- 
sota. 

Wisconsin Sheet Metal Contractors’ 
Association, March 11 and 12, Repub- 
lican House, Milwaukee. Carl Andersen, 
Racine, Secretary. 

Iowa Sheet Metal Contractors’ Asso- 
ciation, March 13 and 14, Wahkonsa 
Hotel, Fort Dodge. R. E. Pauley, Secre- 
tary, Mason City. 

California Retail Hardware Imple- 
ment Association Convention and Ex- 
hibition, Civic Auditorium, San Fran- 
cisco, March 18, 19, 20, 21, 22, 1924. 
LeRoy Smith, Treasurer, 112 Market 
Street, San Francisco. 

Convention Southern Hardware !ob- 
bers’ Association, Roosevelt Hotel, New 
Orieans, Louisiana, April 8 to 11, 1924. 
John Donnan, Secretary-Treasurer, 
Room 821, American National Bank 
Building, Richmond, Virginia. 

Spring Convention of American Hard- 
ware Manufacturers’ Association, Roose- 
velt Hotel, New Orleans, Louisiana, April 
8, 9, 10 and 11, 1924. Frederick D. 
Mitchell, Secretary- Treasurer, 1819 
Broadway, New York City. 

Annual Convention of Southern Hard- 
ware Jobbers’ Association, April 8, 9, 10 
and 11, 1924, at Roosevelt Hotel, New 
Orleans, Louisiana. John Donnan, Sec- 
retary-Treasurer, Room 821, American 
National Bank Building, Richmond, Vir- 
ginia. 

Old Guard Southern Hardware Sales- 
men’s Association, April 9. Hotel Roose- 
velt, New Orleans. R. P. Boyd, Secre- 
tary, R. F. D. 4, Nashville, Tennessee. 

Illinois Sheet Metal Contractors’ As- 
sociation, Jefferson Hotel, Peoria, Illi- 
nois, Apri! 9 and 10, 1924. Fred C. 
Gross, Secretary, 219 South Fifth Street, 
Quincy, Illinois. 

National Warm Air Heating and Ven- 
tilating Association Convention, Hotel 
Winton, Cleveland, Ohio, April 16 and 
17, 1924. Allen W. Williams, 52 West 
Gay Street, Columbus, Ohio, Secretary. 

Missouri Sheet Metal Contractors’ 
Association, Kansas City, Missouri, 
April 22 and 23, 1924. John B. Fehlig, 
Secretary, 528 Delaware Sreet, Kansas 
City, Missouri. 

Southeastern Retail Hardware and 
Implement Association, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, 
Georgia, May 27, 28, 29, 1924. Walter 
Harlan, Secretary, 701 Grand Theater 
Building, Atlanta. 

Hardware Association of the Carolinas 
Convention, Wrightsville Peach, North 
Carolina, June 17, 18, 19, 1924. T. W. 
Dixon, Secretary- Treasurer, 717-718 
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Commercial Bank Building, Charlotte, 


North Carolina. 

National Retail Hardware Congress, 
San Francisco, California, June. Her- 
bert P. Sheets, Secretary, Indianapolis, 
Indiana. 

National Association of Sheet Metal 
Contractors, Washington, D. C., June. 
E. L. Seabrook, Secretary, Philadelphia. 





Retail Seedeuve Doings | 














Alabama. 

The Troy Hardware Company, Troy, 
has incorporated for $25,000. The com- 
pany will be engaged in hardware, plumb- 
ing and electrical business. 


Arkansas. 

D. H. Miller, proprietor of the D. H. 
Miller Hardware Store, 513 Garrison 
Avenue, and the O’Shea and _ Hinch 
Hardware Company, 924 Garrison Ave- 
nue, Smith, has consolidated the two 
stores. Part of the stock of the Miller 
store has been moved to the Miller 
Hardware Company at Van Buren, and 
the remainder has been taken to the 
O’Shea and Hinch store. 


California. 

Ketterlin. Brothers Hardware Com- 
pany, Santa Rosa, celebrated its twenty- 
first anniversary recently. The store has 
grown from a small bicycle store to a 
l.rge hardware establishment occupying 
a space of 15,000 square feet of floor 
space, with branches in four counties. 

Captain M. J. Burke, Salinas, sold his 
interest in the hardware firm of Burke 
and Hawkins, located in the Hotel Ab- 
bott Annex. The business wili hereafter 
be conducted by Ed. F. Hawkins. 

The Dressler Hardware Company, 
Los Angeles, will soon move into new 
quarters at 1130 West Washington 
Street. 

Connecticut. 

George H. Lyford has been elected 
President and Treasurer of the Ameri- 
can Hardware Store, Bridgeport, suc- 
ceeding FE. V. .Von Wettberg, who re- 
sgined. The new executive is the head 
of the Agard Hardware Company, Tor- 


rington. George S. Troxwell remains as 
Vice-President and William C. Nevard 
Secretary of the Company. 

Idaho. 


The Wulff Hardware Company of 
Weiser is opening a branch store in the 
building formerly occupied by the 
Calkins Hardware Company. W. E. 
Birdsall will be in charge and a full line 
of hardware and implements will be kept. 


Illinois. 

Jonas Lahmet, Jacksonville, who has 
been a merchant for 35 years, sold his 
interest in the Graham Hardware Com- 
pany to J. I. Graham, making the latter 
sole owner of the firm. 

Fire, originating in the storeroom of 
the H. V. Strehlow Hardware Store, 
2201 Main Street, Peoria, recently caused 
an estimated damage of $500 to stock 
and fixtures. The cause of the fire is 
unknown. 

Clayton Ballinger, Lexington, has 
leased the lower floor of the Odd Fel- 
lows Building formerly occupied by the 
H. E. Flesher hardware store and will 
put in an entirely new stock of general 
hardware March Ist. 
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Special Stove Sales Will Clear Your Floors 
If Properly Planned. 


The Banner Company Does Away with Sales 
Resistance by Offering Cash for the Old Range. 













































HERE are times in every stove Not long ago a leading Chicago 

salesman’s career when it be- evening paper carried the advertise- 
comes necessary to offer for sale at ment offering stoves, carrying the 
reduced prices the stoves he has on headline, “Water Main Bursts.” 
the floor. The reason may be that The news element in this headline 
the space is greatly needed for other is indeed very strong and few per- 
seasonable goods coming in or a sons would hesitate to read on, in 
variety of equally logical reasons order to find out what happened 
why he does not wish to carry over after the water main had burst. Do- 
his present stock should he find ing this, they learned of a stove sale, 
himself with such on hand. with stoves at greatly reduced prices, 











Beginning Tomorrow, Saturday, Nov. 24th, 
and Continuing for One Week 


A Most Sensational 


STOVE SALE! 


eam 








Every Price on Stoves and 
Ranges Has Been Cut! 





*7 QO Will Be Wil Deliver to — Home a Famous 
Offered Leader-Washington Range 


Think. of it! Select this wonder range, 
fe or your old Range pay five dollars down, arrange ¢ mec 


terms. for the balance and we will deliver 


To every purchaser of your range at once. In ad“ition we will 
am ate give you $10 for your old wqrn-out stove 
sale, , ' 

your old worn-out range. | or range. Don’t miss this opportunity! 
|] Remember-this offer is  J# You Are in Need of a Stove or Range 


good for one week only. . 
Act now! Don’t Miss This Sale ! 


The BANNER 


18-20 South 4th Street 



































Special Stove Sale Advertisement Which Disposes of Much Sales Resistance 
at One Fell Swoop. 
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because they had been slightly dam- 
aged by water. 

In the accompanying illustration, 
taken from the Terre Hante (Indi- 
ana) Tribune, we have a headline 
with considerable force, although 
not as powerful and full of appeal 
as the one mentioned above. Of 
course, the first mentioned was a 
circumstance of a special nature, 

The advertisement shown is a 
very good example, however. 

One of the most outstanding fea- 
tures of the ad is that it disposes of 
a great deal of sales resistance with 
one fell swoop in offering to take 
the old range off the prospect's 
hands, allowing him $10.00 in cash 
for it. One of the wisest moves a 
stove salesman could possibly make. 

Although it is sometimes thought 
unwise policy to make the offer of 
terms in the ad, it is a common prac- 
tice, although the salesman will have 
to use his own discretion on this. 





Mott Re-elected to 
Board of Directors of the 
Abram Cox Stove Company. 

At the annual meeting of the 
Directors of the Abram Cox Stove 
Company held in the Company's 
Philadelphia offices, February 15th, 
Abram C. Mott, Sr., was reelected 
Chairman of the Board; Abram C. 
Mott, Jr., President; FE. I. Glore, 
Treasurer, and Merle k. Mott, Sec- 
retary. 


In window display, whatever 1S 
done should be done enthusiastic- 
ally, not half-heartedly. Nothing 
should be attempted which is be- 
yond your ability to actually put 
across. If you are setting out to 
put on a spectacular display, make 
it worth while. Do not show some- 
thing that is merely half-way to- 
ward being striking and arresting. 
Do not utilize some bit of window 
mechanism that runs one minute 
and balks the next; and do not at- 
tempt elaborate lighting effects that 
fail you just when they are most 
needed. In fact, put on a display 
worth while, or else leave the spec- 
tacular alone. 
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January Forecasts Overturned When Basic Activities 
Take Sweeping Upturn. 


Non - Ferrous 


Metal Prices 


Ascend Rapidly 


W hile 


Strong, Active Markets Prevail—Freight Traffic Increases. 


_eeniaket by’ some im- 


portant standards industry 
has reached a higher pitch of activ- 
ity than one year ago. 
trafic, construction awards, mail 


l‘reight 


order sales and automobile output 
all have passed early 1923 records,” 
says Iron Trade. 

“In iron and steel recovery has 
been more rapid than for any sim- 
ilar period in recent years. Janu- 
ary ingot output gained 17 per cent 
over December. (One year ago the 
January increase was only 7 per 
cent. Unfilled orders rose 7.8 per 
cent, against 2.31 per cent in Janu- 
ary, 1923. 

“Most impressive of all records is 
that of traffic. In the week ended 
February 2 car loadings reached 
929,000. This was fully 7 per cent 
ahead of the same week one year 
ago when trade was expanding vig- 
orously. In 1923 car loadings did 
not touch so high a figure until 
April. 

“As a result, the roads which ex- 
pected traffic to fall below 1923 are 
faced with another test of their 
eficiency. To the steel industry 
rising traffic totals are significant. 
They mean enlarged expenditures 
for improvements. [Freight car buy- 
ing already is increasing. 

“Employment also exceeds that of 
one year ago. The government re- 
ports that 1,428 representative firms 
had 2,006,000 employes on the pay 
roll in January. This was a gain of 
1 per cent over December and 3.5 
per cent over January, 1923. 

“The stock market developed an 
attack of hysteria last Friday. 
Shares plunged down. The oil scan- 
dal, the vanishing prospects that 
surtaxes will be cut to the Mellon 
level of 25 per cent and too rapid 
Share advances were influences in 
the reaction. 

“The quick steadying of shares, 
the oversubscription to the $10,000,- 


000 plan for relief to stricken banks 
and: farmers in the northwestern 
wheat section and the success of the 
Japanese reconstruction loan of 
$150,000,000 disclosed basic finan- 
cial strength and confidence.” 


Copper. 

In the copper market the tone 
was weaker and prices were lower 
to sell. 
13.15 cents f. o. 
prompt, February-March shipment, 
13.25 cents for April, 13.40 cents 


Electrolytic was held at 
b. refinery for 


for second quarter, while third 
quarter was entirely nominal at 
13.55 cents to 13.60 cents f. o. b. 
refinery. 

Lake copper was dull but easier 
at 13.50 cents delivered, and casting 
copper was difficult to sell at 13.10 
cents f. o. b. refinery. 

Tin. 

The lower tin prices attracted a 
fair amount of buying of Straits 
for prompt and March deliveries at 
54.00 cents for prompt and 53.75 
cents for March. The offerings, 
however, were in large volume and 
before noon tin was freely offered 
at these prices without finding 
buyers. 

No interest was shown in futures 
and dealers’ efforts to sell April and 
May deliveries at 53.50 cents were 
fruitless. 

Straits for spot delivery is offered 
at 53.75 cents, March at 53.50 cents, 
April and beyond at 53.25 cents. 
Two sales were reported at the sec- 
ond call on the New York Metal 
Exchange as follows: 25 tons 
March delivery at 53.25 cents; 25 
tons February-March shipment 
from the Straits at 53.00 cents. 


Lead. 


Sales Tuesday, February 19, were 
reported of spot lead by a producer 
at 8.50 cents, New York, and 8.67% 
Corroding 


cents, East St. Louis. 


lead prompt was also sold at 8.75 
cents, East St. Louis. 

These prices are far below the 
figures lately ruling in the general 
market. As late as Saturday 9.50 
cents, East St. Louis basis, was paid 
for spot lederal lead, and a still 
higher price was asked for further 
lots by the principal holders of spot 
lead in the Middle West, though a 
larger tonnage than recently avail- 
able was offered. 


Zinc. 

The January statistics showed an 
increase in stocks in smelters’ hands 
of 4,119 tons, the total January 31st 
being 40,697 tons. But there were 
offsetting features in the heavy do- 
mestic shipments of 41,792 tons 
(besides 3,798 for export), indicat- 
ing a rising scale of consumption, so 
far ahead of even last year. Also 
there was at the end of January a 
falling off in the retorts in operation 
as compared with December 31st of 
about 7,600 retorts. 


Solder. 


Chicago warehouse prices on 
solder are as follows: Warranted, 
50-50, $34.75; Commercial, 45-55, 
$34.00, and Plumbers’, $32.75, all 


per 100 pounds. 


Wire and Nails. 

Buying of wire and wire products 
by jobbers is less than was generally 
expected. This is attributed to the 
fact that prompt delivery can be had 
and jobbers appear content to let the 
mills carry the load. Sales of wire 
and wire products for manufacture 
are good. Prices and operations are 
unchanged. 


Bolts and Nuts. 


A large maker of bolts and nuts 
continues to quote 60 and 10 off for 
large machine bolts for a portion of 
the business coming before it, but is 
gradually swinging over to 60 and 5 
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off. Probably most business is. on 
the higher level. Automotive inter- 
ests continue heavy buyers. Agri- 
cultural implement manufacturers 
are not buying as much as a few 
weeks past, but this is regarded as 
temporary. 


Tin Plate. 


In a number of important cases 
tin plate mills have made arrange- 
ments with customers whereby tin 
plate is being shipped considerably 
ahead of the dates originally . ar- 
ranged. 

In one instance, representing, of 
course, an extreme, a large tonnage 
is anticipated by 60 days. 

In other cases the shipments are 
only a little ahead of time. Much of 
this readjustment involves shipment 
of tin plate in the present quarter, 
when the first arrangement was that 
shipment was to be made in second 
quarter. 

In ‘selling tin plate during the 
active period mills endeavored to get 
as much business into the first quar- 
ter as possible, but the majority of 
buyers wanted more for seccend 
quarter. As the total requirements 
for the half year bid fair to run 
close to the total production possi- 
ble, the solution at the time was for 
the mills to make up some stocks to 
carry over April Ist. 
stocks have accumulated already, 
but with rearrangements completed 
from time to time in the past few 
weeks, the mills will not have to 
carry as much stock as originally 
seemed probable. 


Sheets. 


Opening of sheets order books for 
second quarter had been probable 
for some time this week. The ac- 
tion was brought about chiefly by 
inquiry from the automobile trade 
for blue annealed and automobile 
sheets for second quarter. Con- 
sumers of black and galvanized had 
shown no particular anxiety to 
cover for second quarter. 

All prices are reaffirmed for the 
new delivery period: Blue annealed 
sheets, 3.00 cents ; black sheets, 3.85 


Some such 


cents ; galvanized sheets, 5.00 cents ; 


automobile sheets, 5.35 cents. 
Up to date it has been possible to 


discover cases of shading of the reg- 
ular prices in both black sheets and 
galvanized sheets, but the trade 
shows little disposition to pay atten- 
tion to the shading, it being confined 
to a very few sellers. The regular 
market prices are well established 
and rule in nearly all the business 
that is being done. 


Prospects are that a considerable 
volume of second quarter business 
done in automobile 
sheets, possibly in blue annealed 
sheets also. Independent makers 
will no doubt be as ready as the 
leading interest to book business in 
these lines for second quarter. Some 
independents may hold off for a 
time in opening order books in black 


will now be 
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and galvanized, or until they see 
there is a considerable volume of 
business to be secured. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $19.50 to $20.00: 
old iron axles, $27.50 to $28.00: 
steel springs, $23.00 to $23.50: No. 
1 wrought iron, $15.50 to $16.00: 
No. 1 cast, $19.00 to $20.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows; per 
pounds: Light copper, 9 cents; 
light brass, 6 cents; lead, 6 cents; 
zinc, 4 cents, and cast aluminum, 
1714 cents. 


Pig Iron Market at Pittsburgh Still Drags; 
Sales Good at Chicago. 


Japanese Steel Needs Heavy — Chicago Quotes §24.50— 
Southern Iron Ranges Near $23 to $23.50, Birmingham. 


HE Pittsburgh pig iron market 

still drags. Buyers continue 
able to close up on the basis of last 
sales, despite the effort of several 
shippers to hoid the market at $1 
advance. A purchase included 600 
tons of Nos. 1, 2 and 3 irons for 
Trafford City on a basis of $23, 
Johnstown, for the No. 2 grade, 
regular differentials applying. Sales 
of foundry iron also are noted at $23 


and $23.50. 


Three producers are quoting $24, 
valley, for second quarter. There 
are no new bookings on that basis. 
Low phosphorus copper-free activ- 
ity was less marked in the past week 
than in the preceding one. Several 
large users then closed until July 1 
for 1,000 tons or more at $29, val- 
ley. Some smaller users have yet to 
be heard from. Others will buy on 
a monthly basis as needed. 

Aggregate sales of northern foun- 
dry and malleable iron are good 
despite an absence of outstanding 
inquiries. 

Fundamental conditions in the 
Chicago iron market apparently are 
sound, many melters anticipating 
contract obligations. 


Most makers of railway equip- 
ment either have bought sparingly, 
or not at all, and with much rail- 
road business coming out this source 
is likely to provide good business. 
Shipments apparently are slightly 
exceeding production. 


A good tonnage for the second 
quarter has been sold, and producers’ 
position for the second quarter is 
much better than at the correspond- 
ing period a year ago. Northern 
iron is holding firm at $24.50, fur- 
nace. 

A large malleable castings com- 
pany is understood to have placed a 
round tonnage of malleable and basic 
for Chicago, Indianapolis and St. 
Louis plants. 

A Wisconsin melter placed 800 
tons of foundry iron for second 
quarter. 

Southern iron quotations range 
from $23 to $23.50, Birmingham, 
but sales are limited to a few hun- 
dred tons. Charcoal iron still is 
$26, furnace. There is no talk of 
an advance in price. 





No man retains that which he does 
not understand—except his wife. 
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The blue triangle is distin- 
guishable on these sheets. — 
Every day many thousands 
of possible buyers of sheet | 
metal see this trade mark. 


L 
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HP] Hundreds of thousands of 
My spersons using the elevated 
s' 9° trains in Chicago are sheltered 

~) each day by ARMCO-Ingot 


| Iron roofs. 





- wt i ale Mad 





207 “‘L”’ Stations 
Roofed with ARMCO-Ingot Iron 


Ingot Iron was chosen after 
chemists and engineers had 
studied, weighed and consid- 
ered testsmade by sheet metal 
manufacturers; after the chem- 
ists and engineers had hung 
sheets in the smoky corrosive 
atmosphere of maintenance 
shops; after all sheets had 
been subjected to both labora- 


tory and service tests. 


The outcome was that 
ARMCO-Ingot Iron gave the 
best account of itself. It 
proved to be the most 
uniform; the most durable, 
the most economical. 


That’s why the 207 “L” 


stations have Ingot Iron roofs. 


There is a distributor near 
you. Write us for his name. 


Send postcard for booklet: Building 
a Business With Iron That Lasts 





fa2a0G waee 


RF ARMCO 1 


The American Rolling Mill Co., Middletown, Ohio 





























42 


Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly, 





PIG IRON. 
Chicago Foundry.. 24 50 
Southern Fdy. No. 
ER Sree 29 01 
— Sup. Char- 

Oe secceonaness 29 04 
Malleabie cosaceeces 24 50 
FIRST Bet! BRIGHT 

LATES. 

Box 

Ic 14x20 112 shacks “$12 45 
Ix BERES. cc ccess 14 05 
IxXx 14x20 656 sheets 17 67 
IxXxxX BEERS. cccccceces B88 33 
IXXXNR 14x20...... 18 65 
Ic 20x28 112 sheets 27 50 
Ix SPP 9 85 
Ixx 20x28 56 om 16 16 
IxxxX SORES. cccecce e 17 20 
IxXXXX a eee 18 26 

TERNE PLATES. 

Per Box 

IC 20x28, 40-lb. 112 sheets $25 60 
IX 20x28, 40-lb. “ ” 28 60 


IC 20x28, 80-lb. ‘“* “ 21 80 
IX 20x28, 30-lb. “ me 24 70 


IC 20x28, 25-Ib. “ -” 20 80 
IX 20x28,25 Ib. ” = 23 70 
zw 20x28, 20-lb. “* - 18 30 

IV 20x28, 20-lb. “* ” 21 15 
IC 20x28, 15-lb. “* ve 17 05 
IC 20x28, 12-lb. “ = 15 75 
IC 20x28, 8-lb. “ = 14 05 

COKE PLATES. 

Cokes, 80 Ibs., base, 20x28.$13 85 
Cokes, 90 Ibs., base, 20x28. 14 10 


Cokes, 100 Ibs., base, 20x28. 14 45 
Comes, 107 Ibs., base, IC 


iain acted si i acl Ge Ha 14 85 
Cokes, 135 lbs., base, IX 
62 4h66S 60 0.600000%0-8 17 40 
Cokes, he Ibs., base, 56 
Citta een en; ees 9 756 
ok 115 Ibs., base, 56 
SE hk ons.00eseneeescons 10 65 
Cokes, 195 Ibs., base, 56 
GOGED 6 ccccceceecccecesss 11 70 
BLUE ANNEALED SHEETS. 
Base ...... ceseed per 100 Ibs. $3 50 


ONE PASS COLD ROLLED 
BLACK. 


Me. 18-99. ..e0 --per 100 Ibs. $4 50 
NO. 22-24......0..- per 100 lbs. 4 55 
Be, Bee acvecoccese per 100 Ibs. 4 60 
No, 27 seeesee per 100 lbs. 4 65 
BOO, BOeccccecsccs per 100 Ibs. 4 70 
WO Boccececcese per100Ilbs. 4 75 
GALVANIZED. 
e, Bhssicscecned per 100 Ibs. $5 10 
INO. 18-30. .cccecs per 100 lbs. 6 25 
No. 82-234........ per 100 Ibs. 5 40 
oY Ee per100 lbs. 56 55 
BM Mbevcececscon per 100 lbs. 5 70 
BOG, Becvccceseces per 100 lbs. 5 85 
eee per 100 lbs. 6 86 
BAR SOLDER. 

Warran lo 

GO-GO cccccseccs per 100 lbs. 34 75 
Commercial 

SEWED cescedoes per 100 Ibs. 34 00 

Plumbers ..... per 100 lbs. 32 75 

ZINC. 

8 er ee rere 7 76 


SHEET ZINC. 


Cask lots, stock, 100 Ibs. 11 00 
Less than cask lots, 100 Ibs. 11 60 


BRASS. 
Sheets, Chicago base........ 19%c 
 } eee 17%c 
Tubing. brazed, base........ 24%c 
OS WD osicccaneensosaces 17%ec 
COPPER. 
Sheets, Chicago base........ 20%e 
DT ME ctndeceadensednans 19%c 
Tubing, seamless, A wy werd a 23c 
Wire, No. 9 & 10 B. & S. Ga. 
(tthobtneabeeo~nn ie -16%c 
Wire, No. 11, B. & S. ikcas 16%c 
LEAD. 
American Pig ceccccccccces -$9 50 
Be cencceccec 690 00660660066 10 60 


Sheet. 
Full Coils.....per 100 Ibs. 10 75 


Cut Coils......per100 Ibs. 11 75 
TIN. 

> RS per 100 lbs. 56 75 

ee GE eat wccus per 100 Ibs. 57 75 


HARDWARE, SHEET  garriage. 


METAL _ SUPPLIES, 
WARM AIR FURNACE 


FITTINGS AND ACCES- 
SORIES. 
ADZES. 
Coopers’. 
BartOn’s ..ccccccccccccces ..-Net 
WEED ccccececcescesseces Net 
AMMUNITION. 


Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


POG ccccrcvcasesceses 18% 
Winchester. 
—— Repeater 
ccccccscoccece 0 & 4% 
smokeless Leader 
SED wcccceersneess 20 & 4% 
Black Powder eaeeae 20 & 4% 
U. M. C. 
Mitre Clad wccccccccce 20 & 4% 
ASTOW 2ccce seeeeescous 20 & 4% 
New Club .cccccccices 20 & 4% 
Gun Wads—per 1 


7- or gauge 10&7%% 
- 0 gauge 10&7%% 


w inchester - 
-28 gauge 10&7%2% 


ASBESTOS. 
Paper up to 1/16....... 6c per Ib. 
TROUIDOOTE .cccccccccce 6%c per Ib. 
Millboard 8/32 to %....6c per Ib. 
Corrugated Paper (250 
sq. ft. to roll)....$6.00 per roll 


AUGERS. 

Boring Machine.......... 40&10% 
Carpenter’s Nut ......seecees 50% 
Hollow. 

Stearns, No. 4, doz...... $11 50 
Post Hole. 

Iwan’s Post Hole and Well ae 

Vaughan’s, 4 to 9 in..... $15 6 

AXES. 


First Quality, Single 
Bitted (unhandled), 3 to 
4 TR. DOF GOB... cccccece $14 00 


Good Quality, Single 


Bitted, same weight, per 
DL: eateetdensiesesndet ee 13 00 
BARS, CROW. 
Sheek, 4 62.. 30 BW. cccecvecce $ 80 
Meee, & St., 18 FD..cccosvces 1 40 
Pinch Bars, 
CH £6... B46 ID. ccccccoce coos 1 60 
BARS, WRECKING. 
V. @ Bi Me. BB. ccccccccccecs $0 34 
VW. & Be BO. Be cccccccvececs 0 43 
Wa Ge Be FO. BG. cc cwcccccene 0 57 
eS SS ee 0 48 
We BA Bk Bec ecccccvcvces 0 63 
BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each.$ 27 
Screw Driver, No. 1, each. 16 
Reamer, No. 80, each..... ° 41 
Reamer, No. 100, each.... 41 

Countersink, No. 13, eaeh... 20 

Countersink, Nos. 14-15, each 27 


BLADES, SAW. 
ood, 
Atkins 30-in. 
Nos 


BLOCKS. 
Sere ee o5060 06608 45% 
PORE cccccwsccnce ovccccccccSOR 
BLOW TORCHES (See Firepots). 

BOARDS. 

Stove. Per Doz. 
Crystal, 38” ...... occeee $88 90 
Wash 


No. “760, Banner Globe 


(single) .......per doz. $5 25 
No. re Banner Globe 
eh oceans per doz. 6 75 
01, =n King, 
eens eee erdoz. 8 25 
No. = Single—P ain 
PUMP cccccccccccccccce 6 26 


BOLTS. 


Small, roll thread....50 & 10% 
Small and Large cut 
a 50% 
Machine, 
Small, roll thread....60 & % 
Small, cut thread. 50 & 10 + 
Large, cut thread.50 & 10 & 5% 
GD secures itises 70 & 10 & 5% 
BRACES, RATCHET. 
V. & B. No. 444 8 in.........$4 54 
V. & B. No, 222 8 in......... 3 89 
Vv. & Be Be S50 8 hiccccsess SS 
Ve. @ EBA 38 Shc cicesee 8 @& 


BRUSHES. 


Hot Air Pipe Cleaning. 
Bristle, with handle, each.$0 85 


Flue Cleaning. 
Steel Only, each... ........ $1 25 
BURRS. 
Copper Burrs only.....cccccs 40% 
BUTTS. 
Steel, antique copper or dull 


brass finish—case lots— 
| serail’ dozen pairs * 12 
coese 40 
enna Bevel steel inside wr, 
case lots— 


itteniesaee per dozen sets 7 80 
Steel bit payee front door 
SHER, GREER ccccccccescess 1 90 
Wrought brass bit keyed 
front door sets, each.... 3 25 
Cylinder front door sets, 
DD. 660d 660 00.60006060000 7 50 


CEMENT, FURNACE. 


American Seal, 5 Ib. cans, net$ 45 

- sad 50-Ib. cans, “ 90 
25 lb. cans, “* 2 00 
Asbestos, 5 Ib. cans, net..... 45 
POORER 3 cccccceces per 100 lbs. 7 61 


CHAINS. 


% in. proof coil chain per 
See GEEb wédesesberacecenes $8 25 


American coil chain....40 & 10% 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 


WE: 6664000606086 snnnneee 30% 
Iwan’s Iron Mountain only..35% 
DONG sccccsececéese 30 to 40% 

CHISELS. 
Cold. 


V. & B. No. 25, % in., each$0 26 
V. & B. No. 25, % in., each 41 


Bement Point. 
& B. No. 55, Meeccee O BI 
v. & B. No. 55, Fr eee 0 48 


Firmer Bevelled. 
Round Nose. 


V. & B. No, 65, % in..... 0 29 
oe a Bec 0 40 
Socket Firmer. 

Cape. 

Fi ges T- eee 0 31 
V. & B. No. 50, % in...... 0 57 
CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 
DEVEL. ceccces List less 35-40% 
Yankee, for Yankee Screw 
WUSVERS cccsccs a6eenaveses $ 
CLAMPS, 
Adjustable. 
No. 100, Door epee 
GOB. cccce evestece -$22 00 
Carpenters 
Steel z:.. List price plus.20% 
Hose. 
Sherman’s brass, %-inch 
DOF GOS. cccocveccces 
Double, brass, %- ‘inch, “per 
GOS. cccccce cccocecccees 2 OD 


CLINKER TONGS. 


Front Rank, each........ --$1 75 
Per GOB. cccccccccecccece 


CLIPS. 
Damper. 
Acme, with tail ptoees, 
per doz 
Non Rivet 
per doz 


COPPERS—Soldering. 
Peinted Roofing. 
3 Ib. and heavier....per Ib. 
2% IDs wees senes renee on 
1 


CORD. 
No. 7 Std. per doz. banks. .$11 0 
No. 8 ii) oe “ o 12 6 


CORNICE BRAKES. 


Chicago Steel pending. 
Nos. 1 to 6 B 


COUPLING HOSE. 
ORs << ann6actewus per doa $2 2% 


CUT-OFFS. 
Kuehn’s Korrekt Kutoffs: 








Galv., plain, round or cor. rd. 
Standard gauge ooenseseeal 
me Gee. Bee nesecéecosconn 
DAMPERS, 
“Yankee” Hot Air. 
: inch, each 20c, doz......$1 1% 
25c, - 2 
; oe Lid 30c, itd 
10 “ “o $2c, “ 
Smoke Pipe. 
FT tmah, GGORe co cccccccce cooes & 
3 ” ve aeun 48 
9 oe Ltd 50 
10 Lad oe 60 
12 La o oe 
Reversible Check. 

S Swe, GRO. c ccccccccevcess $1 be 
9 a ” «eens oueeneeess 1 76 
DIGGERS. 

Post Hole. 
Iwan’s Split Handle 
(Eureka) 
4-ft. Handle...per doz. $14 00 
7-ft. Handle...per doz. 36 00 
Iwan’s Hercules pattern, 
OOF GOR. cccceccscceseces 14 96 





DRILLS. 

Vv. & B. Star, 12-inch Length. 
%, 6/16 and %, each......$ 3 
Se errr <o a 
B, GROR ccoccecece eee 54 
1%, COCR occccccccccccces $1 

Vv. & B. Star, 18-inch Length. 
5/16 and %, each........ $ 33 
SH, CRON ccccccccccccesece 45 
D, GOOD ccccccccsceececece 69 
1%, GROG ccccccece ecoeeces 1 65 

EAVES TROUGH. 

BMUICOP cccccccccccesessoesces 

Galv. Crimpedge, crated...75% 


ELBOWS—Conduetor Pipe. 
MiICOPr .ccccccccccccscoccces 
Galv., plain or corrugated, 
round flat 
Crimp, Std. gauge 
26 Gauge ....cececeeseeees 
24 GAuBe .cccccvccsccccecss 


Square Corrugated. 





MMCOP .ccccccccccccccccces 
Standard gauge .....-++++> 50% 
26 BAUG!S ....ceeeecscceees 30% 


Portico Elbows. 


Standard Gauge Conductor Pipe, 
plain er corrugated. 

Not nested 

Nested solid ....+s+++ 


ELBOWS—Stove Pipe. 
1-piece Corrugated. Uniform. 


5-inch alesse aaa $1 46 
eo eeeeae OR 
COREE cccccesssedncs eP 
Special Corrugated. 
a eee Se CC 
PORE scccess OAR R RES 1% 
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[llustrations show elbows of all angles from 10 to 90°. 
Note how close each cluster of elbows hugs the walls. 


Use short angle elbows to get around sills, 
cornice mouldings and all other projections, 
thus preventing the commonly 
known soldered break in the pipe. 

By using c ombinations of this 
kind, soldering is not necessary 
as elbows fit into each other 
very snug and the small opening 
at the joints will permit sewer 
gases to escape, thus increasing 
the life of the entire spout. 

These elbows are made 
in all designs and your 
dimensions can 
be arranged 
right on the 
job. 
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This Emblem of 
Quality is stamped 


in each. 


THE FERDINAND DIECKMANN COMPANY 
P. 0. Station B Cincinnati, Ohie 
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Uniform, Collar Adjustable, HAMMERS, HANDLED. Bar Meat. LEVELS 
02. V. and B. No. 26, %” ‘ 
aa seccosccceeeG2 9 AM V. and B. oem wet nae el Ss 09 Disston, No. 28 Asst.....,, $22 
G-inch ....-.+serereeeseeeees 2 10 os peed Handa, ies % 00 «| We and B. No. 28, %”, “ No. 18, 20 in., each > 
ME «ssh acatueeeaanekaal 2 60 1S sree * - 1 
Raginesra No. i, 28 aaneseeiay 00 NS Ue crtanes hanes 16 “ No. 22, 24 in. each ¢ . 
arrier’s, No. 7, 7-0Z....... Screw Meat. 14 
WOOD FACES—650% off list Machinists’, No. 1, 7-0z..... 78 -v. and B. No. 2, per gro 6 60 oo ae b-gee. - 19 bo 
FENCE. Nail. Butchers’ “8.” - in Seat. eee 
b S Bec ccccice 5 75 
Field Fence........+++++++- 60 Venagoem. No. 41, 20-02 V. and B. No. 6, each.. 08 - N 
RS DEN acon cnncevensot — i eer ener 69 + V. and B. No. 8, each.. 5 « @oees 12 40 
Vanadium, No. 4114, 16-oz. . -26 in., each..... 1 02 
Dn ccnksevkensees e090 9 ag 28-30 in., each... 
FILES AND RASPS. v.. & B., No. 11%, 16-oz., HOSE. c -» 100 
Heller’s (American) ....... 60-56% «—§«-_—-_—_— PACH concede eee sine ee 01 Per Ft. 
American Meecneh dates Ser? Garden City, Nos 111%, i6- as | rin 2 ply molded. .9%c to 12%c LIFTERS 
cecceccsececccccess - » COCN ..cccccccece 5-in. cord assess 8HRe to 10¢ Stove Cover. * 
Benin Dismond.------::7tgpei0gg Timner’s Riveting, No, 1, 8- Swim wrapped ------ 18%" Coppered -....... per gro. $6 0 
Great Western .. neeuantl 50-10% eee catheiece . 79 Alaska .......... Oe 
earne CRP - MIDIFIERS 
Mg hoccesscectesuna $0-10% Shoe, Steel, No. 1, 18-0z., aa-prage reatemneanes 
DE ccisepesenceseente 50-10% MN LGdedewsckeseetaweses 65 “Front-Rank,”’ Automatic. LOCKS 
RP ere 0% In single lots ........+.++: 50% Barn Door. , 
Tack. In lots of 10 or more....50-5% No. 60 St 
FIRE POTS. Magnetic. In lots of 25 or more. .50- 10% No. 80 earn’s..per doz. $11 09 
Achten Mig. Oo. No. 5, 4-0z., each ...... $1 Vapor pans, etc., each..... 50 . 20 00 
Complete line 
Firepots and Torches....52% MERS IRONS. MALL 
Otto Bernz Co. a — 10, —. $1 01 . a Canpentey. i 
No. 1 Furn. Gasolene with. . . fie Genuine Mrs. Potts, nickel Fibre Head No. 2, pe a 
large shield, 1 gal.....$ 6 75 ‘ plated, per set ......... 1 55 per one. eT 00 
No. - Furn. Kerosene, 1 982 Axe HANDLES. ——— No. 70, per set. 2 10 “ ae. a “ be + 
OU pReatarasthe a 2 7 sbestos No. 100, per set. 2 30 
Hickory, No. 1....per doz. 4 00 Round Hi 
oo io’ Brazier, | Kerosene 47 B2 Hickory, No. ead 300 E._C. Stearns’. arp . poe is ™ 00— 5 
No. 5 Torch, ‘ahacione or Ist quality, second growth 6 00 No. OA Corner, doz. sets.$2 60 . 
Kerosene, 1 Bhoccccesee F OB Special white, 2nd growth 6 00 a = 
No. Ri .Toreh, Gasolene, i te Chisel. TT TET Ce per doz.$2 25 
x ag aay Hickory, Tanged, Firmer KNIVES. 
See, Th Gata ees Piraes, oe Butcher ' mars 
ckory, ocket, rmer, Beechwood Handles, 6-inch P 
Cys BS ong — Assorted ........ per doz. 70c poe | Sippc aes ranean Regnigae ae Rigid se 
Province of Manitoba, SE, GD caccsncsccvess per doz. $1 20 ~~ ae Handles, an * ey te wom 
‘ ako’ a, a i ii i ER RR ag (2 "es e 
ig, = AH, a4 Ne- iiammer and Hatchet. Beechwood Handles, 3-inch 
— San Angelo and | Laredo, No. F a ES ee -$0 90 WINGO «20 ee ee sceeees ? 26% MITRES. 
scatamiae % Secon rowth hickory, : 
West of above boundary line. 48% in cane mares urs 1 590 Cooper's Hoop ...........--- 25% Galvanized steel mitres, and 
Geo. W. Diener Mf, . caps, end pieces, outlets... 
No. 02 Gasolene Siorch, "lige: Sl ~_— ———. , a5, Mileor ..... a prem: 
O8: siécsaena A a 6 55 r | re ee Ard ......+..++++++++25% Galv. one piece stamped..... 
* oass, <ieposene’ 33 Adjustable... eben 26% Galv. one piece stamped..... 40% 
asolene Tor 9) 3+ gg ES SGT «00808 
10 Tinners’ rn. HANGERS. ° MOPS 
«sauce tank, 1 gal....-. 12 60 Conductor Pipe. Hay. A ; 
Bernt maeew Furn. Milcor Perfection Wire... .25% Iwan’s Solid Socket........ 259% Cotton, Star (Cut Ends). 
an gal..... 12 00 BGEEED occ ccdvdsnsecsceses 5% Pounds 12’ 15’ 18 24/-3-o2 
No 21 Gas Soldering Eaves Trough. Iwan’s Sickle Edge ....... 5% Per d 4 00 : 
Ba pereeeee rere On eee 30% _Iwan’s Imp’d Serrated... .. 25% es. 6 435 660 1 
No, 210 utomatic Gas Triplé Twist wire ........-. "10% ° Enterprise ......cccccccsees 16%% 
4 rnace 10 60 wMilcor Eclipse Wire........ .20% Hedge. ee oe eee 50 & 5% 
Double Blast Mfg. Co. Milcor Triplex Wire .... -15% Challenge 25% ¥e 
Gasolene, Nos. 25 and 36...60%. .Milcor Milwaukee Extension. 15% Disston’s No. i ............ 25% 
Quick Meal Stove Co. Milcor Steel (galv. after form- 9 . NAILS 
Vesuvius, F.0.B. St. Louis 30% ing) List plus.......... --12%% #£«2Putty. Cut Steel * 
(Extra Disct. for large Milcor Selflock E. T. Wire, ee 25% lig geiacaciiate blll, “3 
quantities) List plus ....-.0++e+seeees 0% TOMEGTS coccc cc cc ccc cece BEG ONS Beem 222. .cccccnccecees 4 70 
 ....... $9 00 — "an 
oe  obnetpaein ; HASPS. Beech Handles ........... 25% Common ........eeeesseee 3 80 
. S ivarcvesasen 13 60 Hinge, Wrought, with staples. Lander’s .....-.eeeeeeeeees 25% Cement Coated .........; 3 25 
° 4Beeceeeeeeee. 15 00 wet 
is jaceaceees 19 00 
HATCHETS. KNOBS. NETTING, POULTRY 
FREEZERS—ICE CREAM. Vv. aes |B. an poe. wh o- 1 Galvanised before weav 
road, No. 1, - ae NE oc nimeeun « er doz, $2 00 ¥ 
ag Fa Alaska $2 96 Half, No. 2. 15-02 Sonatas 2 2 Porcelain ........ P “ $3 00 MAB ccc cc cccccccsccseces 45-10% 
2 quart re ee erat ererer 3 46 ue = , ee osesenne ay Me --benneddeauwes ” 2 00 Galvanised after weav- 
eeecescccees oe aw, | * SERS ng (cGeeRebebedes sss ssaceeel 
3 GES ccaccocvcccscscene 410 Flooring, No. 1, 20-o0z..... 1 43 " 
White Mountain Shingling, No. 1, 17-oz.... 1 20 LADDERS 
1 quart 4 5 
1 E teveeses veeseeswen $4 85 Lathing, No. 1, 14-02..... 120 Step. NIPPERS. 
BS GOS ceccccccceseseseee 5 65 Lathing, No. 2, 17-0z..... 1 25 Common, per ft. ....... .28c Nail Cutting 
GALVANIZED WARE. venetp % " isis ee. with Shelf, ada ide a OSS eee 78¢ 
alf, No. 62, PORE TT meee | ese are Doubl ’ 
Pipe ecnined, © at: 35 Unsere Foitern Lathing. oy betes eae te te 
12-at Seatac sanaileR MERAY as 2 30 9 TOW, 19 OB. .ccccccccce 2 29 Kant-Break, per iineal ft.. 75c ion a Srveereererr 
i. c«wadeake«dadoueans 2 67 
ee 40 & 10% 
Wash OUEG, WA Biccccocsees 
ash tubs, No. 1.......... $6 HH HINGES. LANTERNS. & B. No. 52, each...... $2 25 
TR oe ee 8 25 Heavy Strap, in Bundles. Per doz. 
ceceee teeceroce 4 inch, dozen prs. ....... : is Monare® te. hot blast.....$ 8 25 
ee - nae - etz No. cold blast..... 13 00 
GARAGE DOOR HARDWARE. oo vas — seienen SOS TROGE CHIRP ccccccsccecee. 28 Hose. — 
Stanley ......... aft me mpi Alnet & “ - - — , snes oS a See me. OC Diamond ......... 57 
‘alias Extra Heavy T in Bundles. tubular ......ceeeeeeeees 6 90 SURE oacceasean’ pec on $3 9 50 
Marking, Mortise, etc........ Nets a ee  Seesees eh 
Wire. pe ~ = oseee 2 LAWN MOWERS. OILERS. 
PE seiteciedbbonseicnds ma €:sc & ye 3 3 
‘Soest ala” Te aa 3 96 me 9 bb Gddas sad s eos eeun ee $6 pe Chase Pattern. 
Discount ...... ++2-65% and 10% HOES. Ball Bearing. Brass and Copper.......--- = 
GLASS. ete ia ccacseesessacued Net 4 = adjustable bear- Seep vennenonses oo" 
Single | Strength, A and B. Ie 4 donéeaeeescoesecanede $6 20 Railroad. 
a si eee 83 & 85 eee eee eee eee eee 7 
Double Strength, A, all sizes Hd Box. HOOKS. } See Loe aaa a eel 4 3 4-4 
eumesn * V. and B. No. 9, each....$0 26 LEATHER BELTING 7 “" hile Sats hades 
. AXL ° . ee 
atin. 4 
ib tins i From No. 1 Oak Tanned Butts. Copper Plated ........70 & 5% 
* Oo case, PELICOE sos oe NESEEER SSE Extra heavy, 18-0z........35% 
ibanaeweaseeks $ 4 70 “Direct Drive” Wrought Heavy, 16-0z 0% 
3- fb. tina, 24 to case, Iron for wood or brick 15% Medium, 14%-02. ..........40% OPENERS. 
‘J fe Sg Se Sona 780 cotton. SE SES -swecedascecace 50% Delmonico .....- per doz. $1 30 
case ecescccccees 7 30 V. and B. No. 8, each... 24 — “ 60 
10:1. tins, per dozen.... 10 eg maa 
15-lb. tins, per dozen.... 13 $0 Hay. SEATED LACES. Crate. 
36-Ib. tins, per dozen.... 19 80 VV. and B. No. 1, each.. 26 Cut, strictly No. 1........... 45% Vv. & B.. per doz. $7 25—I11 00 
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Write for Prices and 
Illustrations 


Sheet a wee 


an 
STATUARY 
1252 So. Vandeventer Ave’ 
St. Louis, Mo., 


Memorial Monuments 


Gerock Bros. Mfg. Co. 


U. S. A. 








AUTEEHEDSEREEEOEEEOEERECRUCUEEEGOUEUUEOUEEOGUEEEOSERSEOEROREORCOOGEOSUREOOEEEDELS 


SUGRCGRDERERAERERERERERGREEGEEEE 


ao | —_— HANDLES 


E make 
a com- 
lete line of 
ciler Han- 
dles. 
Also handles for 
Boiler Covers. 
Cut shows No. 
40 style. 
Let us send you 
samples. 
Complete 
catalog on 
request. 


BERGER BROS. CO. 


229 to 237 ARCH STREET PHILADELPHIA, PA- 


Warerooms and Factory: 100 to 114 Bread Street 








MU 











IWANS’ VOLCANO 
REVOLVING 









Hood 
CHIMNEY TOP Patene 
THE design of the deflector brings the wind diag with 
onally upward over the chimney opening order 
through opening in lower part of hood. This con- ber 
struction creates a good draft on any chimney. Seen 
tings 


Simple iron mount- 
ings. Sold without 
hood so you can make 
your own tops. Strong, 
Inexpensive and easy 
swinging. 


Write today for 
catalogs and 
price list. 





IWAN BROTHERS 
SOUTH BEND, IND. 
Manufacturers of Hardware Specialties 

















our Standard 


of Comparison 
should be 


“As Soft 


as Qn 
INLAND 
SHEET’ 


INLAND STEEL COMPANY 


38 South Dearborn St., Chicago 
Works: Branch Offices 


Indiana Harbor, Ind. Milwaukee St.Louis 
Chicago Heights, ILL. St. Paul 

































PERFO RATE D METALS 





All Sizes ond Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATED METAL 


TPE HARRINGTON & KING PERFORATING @ 


49 FILLMORE oT.= CHICAGO. ILL uv S. A. 
oe LL Cae. on: 


E 14 























Cortright Metal Shingles 


gree am shingles separately in 
molten zinc after they have 
been cut and formed puts a coating 
on the edges as well as the sides. 


—Further, shingles dipped separ- 
ately in molten zinc are sure to have 
the heaviest possible coating for in 
dipping all the zinc that will adhere 
to the surface of the tin is allowed 
to do so. 

tin on 


fame. os goon 
RTRIG. 
OIPPED HINGLES. 


Cortright Metal Roofing Co. 


Philadelphia Chicago 


is used 
T HAND- 


























The Best Eaves Trough 


SQ Uiter in the 
> orld 


Your. Jobbe x for 
CHAMPION MITERS SENDS 


- ail Deve onctable Products ~ 











46 
PAILS, 
Cream. 
14-qt. —- gauge, 
o-seceseseves ++++-per doz. $9 50 
18-qt " without mento 
e806 060086 e+++-Per doz. 11 00 
20-qt. without gauge, 
eeccceses cocecocesen Gee, 32:96 
Sap. 
10-qt., IC Tin....per doz. $4 00 
12- cr itl cid o 56 60 
Stock. 
Galv. qts. 14 20 
Per doz. $9 75 10 6 12 6 14 60 
Water. 
Galvanized o, 10 12 14 
Per doz. .....$5 76 6 60 7 26 


PASTE, 
Asbestos Dry Paste: 


200-Ib. barrel .......-....$165 00 
100-lb. barrel ...... cocss OO 
SE<IB. PAM ccccccccccece 8 BS 
BOAR, BAM cccccescesccee 3 @ 
BID. DAS .ccccccccccses 65 
2%-lb. cartons ........- 80 
PINCERS. 
All Vv. & B. 
Cygpentene’, cast steel, 
6 8 10 12 


seen enee 


all $0 43 $0 62 $0 61 $8 a 
Blacksmiths’, No. 10 


PIPE. 
Conductor 


“Interlock” Galvanized. 
Crated and nested (all 
gauges) 
Crated and not ‘nested 
(all gauges) ..........60-15% 
Square Corrugated A and B and 
Octagon. 


29 Gauge ...eeeceeeeees 60-10% 
28 o ene ecesceccececceeeneee 
26 ae coccmccccccecs COLO 
24 - cccceccececces cOOenee 
“Interlock.” 
Crated and nested (all 
BAUSED ccccccccccccces 60-20% 


Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 


Stove. Per 100 joints 
26 gauge, 6 inch E. C 
WENO 6000 00s 00000ee0cgee OC 
26 gauge, 6 inch B. C 
MESOG cccccccccceces - 17 00 
26 gauge, 7 inch E. C 
MOSES sn ccccccceccccee 39 
28 gauge, 5 inch E. C 
MOBO cccccccccccceses 14 00 
28 gauge, 6 inch EB. C. 
nested ....++. eeeecoees 15 00 
28 gauge, 7 inch E. C 
MOBCOE .ccccccccccsccce 17 00 
30 gauge, 6 inch EB. C, 
DEBTS oc codeccoseosdes 12 00 
30 gauge, 6 inch E. C 
nested ...... weeeeneae 18 00 
80 gauge, 7 inch EB. C, 
nested . Ccdecereeseoc 16 00 
T-Joint Made up, 
Cofmech ccccccccees per 100 35 00 
Furnace Pipe. 
Double Pag Pipe and 
PUCCHRMS ec cccccccccoce 40-10% 
Single Wall Pipe, Round 
Pipe Fittings ........ 40-10% 
Galvanized and Black 
Iron Pipe, Shoes, etc. .40-10% 
Mileor Galvanized ..........40% 
PLANES. 
Stanley Iron Bench.......... Net 
i PLIERS. 
(Vv. B.) 
Nut, ne B, BOGMecccscccces $2 60 
WEG, By OOEBecccccccecs 64 
t © Ne. 36, each........... 89 
Gas, No. 7, each..........+. 65 
o Be B COO cccce ee 61 
7 HO 18, OBER ccccccccee 87 
Lining or Crimping. 
No. 86, CQCR ...ceesecsees 64 
,Button’s Pattern, 
INGE OBER. ccccccccccceses 61 
No. 8 @ach....cccscccceces 74 
Double Duty, No. 106...... 60 
POINTS, GLAZIERS’. 
650 


No. 1, 2 and 3..per doz. pkgs. 


AMERICAN ARTISAN 


POKERS, STOVE. 
~~ eyes. str’t or bent, 
eecece cocce POF dos. 


$0 
Nickel Plated, coil 
handles ......6-. = 1 


76 
10 


60 


PULLEYS. 


Furnace Tackle....per doz. 4 


per gross 
- Screw 
cased).. 


Ventilating Register. 
Per gross 
Small, per pair........ 
Large, per pair........+.+. 0 


60 
00 
(en- 


--per doz. $0 85 


50 


PUNCHES, 

Machine. Each 
V. & B., No. 11-13, 1%x6..$0 19 
V. & B., No. 90, 27 
Vv. & B., No. 10, 29 
Vv. & B., No. 1-6, 12 


Center. 
V. & B., No. 50, 


Belt. 
V. & B., No. 101-103...... $0 
V. & B. No. 25, ass’t..... 3 
V. & B., No! 25, asa’t..... 3 


14 


24 


80 
Samson Line. 
No. 1 Hand eae 
3 do 
No. 3 Hand “Less 40 & 5% 


6 doz. lots or 
No. 4 Hand more ..Less 50% 


lots or 


Less than doz. 
lots... Less 25% 
Doz. lots or 
more...Less 40% 


No. 3 Bench < ) 


Extra Punches and Dies for 


Samson: 
r Less neq doz. 
lots...Less 25% 
Doz. lots, 
ean Less 33% % 
lots, 
-Less 40% 
— 


No. 1 Hand 
No, 2 Hand 
No. 4 Hand 
No. 3 Bench 


‘doz. 
or mor 
. Less 408 10% 


PUTTY. 
Commercial Fue, 100-1b. 
kits ° 


.$3 65 


QUADRANTS. 
Malleable Iron Damper...... 10% 


FLOOR REGISTERS AND 
BORDERS 


Cast Iron jeanenaen ery it 
Steel and Semi-Steel.........40% 
Baseboard ....cccccccsece ++-40% 
Adjustable Ceiling 

Ventilators .......+. ccccc ech 


Register Faces—Cast and Steel 
Japanned, Bronzed and Plated, 
4x6 to 14x14 40 
Large Register Faces—Cast, 
14x14 to 38x42 
Large Register Faces—Steel, 
14x14 tO 38x42....0000 0000265 


ROOFING, 
Per uare 
Best grade, slate surf. prep’d$1 856 
Best talc surfaced.......... 2 20 
Medium talc surfaced. cooee & HH 
Light tale surfaced....... 
Red Rosin Sheeting, per ton $72 to 


ROPE, 

Cotton. 
Sisal, 

sat Guat, DMSO. ccccceve -18%c 

O B ccecces Seeeesoveces -12%e 

Manila, 

1st. ality standard 
— DFANGS ...ccccccccccreeess IBC 

Me. 8 ccccccccccccccccescodSHe 
Hardware Grade, per Ib....12%c 


AND HARDWARE 


SAWS, 
Butchers’, 
Atkine No. 2, 14-in..... -$12 75 
No. 2, 18-in. +. 14 30 
- No. 7, 16-in...... 15 86 
- No. 2, 22-in...... 15 92 
- TG, BOO ccs 18 06 
= No. 7, 24-in eo. 30 20 
= No. 7, 28-in...... 22 35 
Compass. 
Atkins No. 2, 10-in.....$ 5 45 
” No. 10, 10-in..... 5 60 
‘“ Blades, No. 2, 10-in 3 25 
- “ No, 2, 10-in. 38 30 
Cross-Cut. 
Atkins No. 221, 4-ft...... $3 03 
wi No. 221, 6-ft...... 4 45 
ap No. 221, 8-ft...... 6 07 
Hand, 
Copper Burrs only..........-- 30% 
ss No. 96, 20-in...... 21 70 
Hand and Rip. 
Atkins No. 64, 20-in.....$19 50 
™ No. 54, 26-in..... 24 40 
- No. 53, 16-in.. 18 10 
5 No. 53, 20-in..... 22 90 
. No. 63, 24-in..... 26 60 
as No. 53, 28-in..... 31 45 
" No. 63, 380-in..... 34 15 
Keyhole, 
Atkins No, 1 complete...... $3 10 
No. 2 complete...... 3 70 
Miter Box. 
Atkins No. 1, 4x20......$32 65 
= Ne. 1, 6288....0- 38 00 
og No. 1, 6x22...... 42 20 
Pruning. 
Atkins No. 20, 12-in........ $ 8 45 
No, 10, 16-in........ 18 16 
Wood, 
Atkins No. 202... $719 
i . Beesenss see OW 
wei BR. BOGccccccocess 15 50 
” Be. 89GB. ccccceces 16 56 
SCRAPERS. 
Box, 
No. 6, six blades each...... 25c 
Hog. 
Bees G, GOOD coccccvceccsessece 25c 
Floor (Stearns). 
NO. 10, OBR. ccccccceccecs $11 50 


SCREEN DOOR HINGES. 


Cast Iron .......++.-gross $138 00 
re s00eee = 9 50 
SCREWS, 

Wood. 
BP. TE, BMebmeR sc cccccccccces 80% 
BR. BE. Biweb.ccccccccceccceI® 
Pe Bes dtc dcccocccecccs 
BP. TH. BOG. cccccccccces + - 16% 
PR. TE, WPRRB ec ccc ccccccccccete 
Sheet Metal. 
No. 7, %x %, per gross$0 55 
No. 10, %x3/16, per gross 75 
No. 14, %x %, per gross 90 
SCREW DRIVERS. 
Unele Sam Standard Head. 
2 inches, each......... o--$ 45 
5 inches, each...... eeees 62 
8 inches, each.......... ° 68 
12 inches, each........... 1 02 
Uncle Sam Insulated Head. 
8 inches, each...........$ 49 
6 inches, each.........+- 67 
8 inches, each....... 76 
12 inches, each........... 114 
SETS. 
Nall, 
Vv. & B. 
No. 100, in cardboard, 
DOXES ....2e-e004+-00R, $1 65 
No. 100, in wooden boxes, 
ond-0 seccccccosse. BO 6863 
No. 20, assorted.....doz, 39 
No. &, ja cardboard boxes, 
ee cccccccccceccce GO, 3 OE 
No. 6, in wooden boxes, 
o te tesee soceees Ge 8 OO 


RECORD 


February 23, 1924. 


a 
Ma B. 
op vei orgie Lee 
ce ee ° r 
i ee veseee 0 60 
Atkins No. 10....per dos. $3 89 
o No. 12... ‘ . 6 26 
SHEARS, 
Per Dox 
Nickel Plated, Straight, 6” $12 99 
“o “ “ ” 14 85 
8” 16 86 
Japanned, Straight, ....6” 11 99 
-< —  seeene 7™” 12 40 
(amaen 8” 13 8 
SHEARS, TINNER®S’ 
MACHINISTS’, . 
WS vnnenbnbenensscecaue $22 00 
Lennox Throatless. 
ear as 
ae a eon 10% 


Peerless Steel uaring, 
Foot Po ~ 


‘ower. 
No, 1—30”, 18 ga. cap...... 154% 
No. 2—36”, 18 ga. cap...... 16% 
No. 4—52”, 18 ga. cap......15% 


No. 
No. 


10—120”, 22 ga. cap... 
4A—52”, 16 ga. cap.... 


Cast Iron Foot Power. 
No. 01, 30”, 18 ga. cap..... 15% 


Power Driven. 


(No. 100 Series, 2 4 aot 
No. 142—42”, 18 ga. 
(No. 200 Series, 2 Shaft Under 
neath Drive.) 
-15% 


No. 242—42”, 14 ga. cap.. 


(No. 800 Series, 3 Shaft Under- 
neath Drive.) 


No. 342—42”, 10 ga. cap...15% 
No. 372—72”, 10 ga. cap...15% 


(No. 600 Series, 3 Shaft Under- 
neath Drive.) 


No. 596—96”, 10 ga. cap...15% 


No. 600 Series, 3 Shaft Under- 
neath Drive.) 


No. 6120—120”, 3/16” cap.15% 


SHOES, 
Milcor. 
Galv. Std. Gauge, Piain or 
corg. round fiat crimp...65% 
26 gauge round flat crimp...40% 
24 gauge round flat crimp...10% 
Conductor 


SHOVELS AND SPADES. 
oal, 
Hubbard’s. 
No. A 
1 $16 00 
2 16 35 
3 16 75 
‘ 17 10 


Cc 
14 45 


14 85 
16 25 
16 60 


D 
13 76 
14 16 
14 40 
14 85 


B 
15 10 
15 60 
16 00 
16 36 


Post Drains & Ditching. 


Hubbard’s. 
Size A B Cc 
Be sacaee $17 15 $16 46 $16 65 
a” sceseue 17 50 16 75 16 00 
Se” ocs0ss 17 85 1710 16 85 
ae” 266606 18 20 1745 16 70 
a mined 18 65 17 80 17 08 
Alaska Steel. 
a per doz. $3 Hf 
Long Handle ...... ” 3 
SIFTERS, 
Genuine Hunters, doz.......$2 50 
SKATES. 
kee, Men’s and Boys’. Per Pair 


a 4 Seme—coce Ae 1" 
Key g tokel 
finish ...cccccscccececs 1 16 
Key Clamp—-rocker — pol- 
Sl. sesctvesnanees none ae 
Key Clamp—rocker - a —— 
Skate outfits ......csseeeeee 4 7 
Women’s and Girls’. 
- Key Clagqe—cee. .$1 3 
6 hockey. 18 
Ice Skate outfit.......... 5 
Roller, 
Ball Bearing—Boye’ ... me 
Ball Bearing—Girl# ....-- 








soo oacor 


eS =! 
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Who -— the Manufacturer’s 
Profits? 








ART METAL 
CEILINGS 


AND 


SIDE WALLS 


QUALITY—DURABILITY—BEAUTY 


BE your own radiator 
core manufacturer. 
Assemble right in your own 
shop your own radiator 
cores. A postal card will 














Are thoroughly combined in FRIEDLEY-VOSHARDT secure for you our interesting illustrated booklet. 

ART METAL CEILINGS AND SIDE WALLS. We have STANDARD EQUIPMENT COMPANY 

added to our list a great number of new and handsome 901-999 Second Ave. West Cedar Rapids, lowe 

a <0 batt i. -" 2 cnet — ee ee ee 2 eee 
; “ _ CHICAGO STEEL CORNICE BRAKES 


you. Ceiling Catalog No. 33 on request. 
DONT DELAY—WRITE TODAY 


FRIEDLEY-VOSHARDT CO. 


Office: Factory: i 
733-737 S. Halsted St. 761-771 Mather Street 3 


CHICAGO, ILLINOIS : 


STANDARD OF THE WORLD 








TELCO 


HGGSQAUONNTOANENALETUOTUONNAOOCEONAUUSGNOONONON 10000000000 PO8 ASPEN 




















Whute for |0 Page 
Book Catalog 


Many new books listed 


AMERICAN ARTISAN 
HARDWARE RECORD 


620 S. Michigan Ave. Chicago, IIl. 


THE BEST BRAKE FOR ALL PURPOSES 
Most Durable, Easiest Operated, low in Price 
Mad. in All Lengths and to Bend All Gauges of 
Metal. Over 15,000i use 

WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. CO., 2915 $. Halsted Street, CHICAGO 


= TAUUANAAMAUAMDUTUNATNELAOUOOUEODUAASNNNENANOOEOONNENUNUONUONENANNGG!CUGG 4084000000 00UC080UUUUUUAEEENATEONU EEUU OAAUOOUPURNNGOOUOOUAEEENEOU UE NnRNeaMeNOETcenenNe een ere eNA TH ENN 


Sheets 
OSBORN cz. 
Gutter 
A large stock always on hand. Write for 
interesting prices. 


THE J. M. & L. A. OSBORN COMPANY, Cleveland 
Sheet Metal Workers’ and Furnacemen’s Supplies 


C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


Manufacturers of 
SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, ea SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 
Branch Warehouses in New York, Chicago and St. Louis 
Member, Copper & Brass Research Association 


| 





HUMASUONADUNNUANUNNUANUUNUUNNNUALUCNUNUUNHU NUNN 


Pal 








—— 





—s 
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| D away with high stacks, swings freely in the 
slightest breeze and positively cures down-drafts. The 


iT} THE 
3 strongest and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
Manufactured by 
STANDARD VENTILATOR CO, 


VEN TILATORand CHIMNEY CAP LEWISBURG, PA. 














= TOLL 


Plecker’s Galvanized Eave Trough and Corrugated eenaiiine nagy se 


anton of 
, sss 


CLARK-SMITH HARDWARE Co. PEORIA, ILLINOIS. 


ee LM LL ML reece MO MUTT TT tL (SLUARSRTRMA NaH 
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SNEPS, TINNERS’. 
Clever Leaf sonecyeboesi® @ & 18% 
National ....csescceee+-40 & 10% 
. ea6-es epeirreiartpetine 
Milcor cee eeeeeeeeeceeserer cee NOt 
SQUARES. 


' Steel and Iron 

(Add for bluing, "$8.00 per doz. By 
Mitre 
Try SOCORRO RE eee eee - 


CeCe eee eee ee Bees 


~~ eemealtaate ge - 
FOX'S .cccccsees DOr G . $6 00 
Winterbottom’s ...........10% 
STAPLES. 
Blind. 

Barbed ........per ib. 21ic@22c 
Butter, Tub........ “  16@19c 
Fence— 

Polished --per 100 lbs. $5 45 

Galvanized ... - 6 16 
Netting. 

Galvanized ..per 100 Ibs. $6 54 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hi Hooks and 
eons, Hooks = 
Stapl eeeeseceee 60 & 10% 

Extra ole enececdenceond 36%, 

STONES, 
Axe. 

Hindustan ....per lb. New Nets 

More Grite ..... i aa 

Washita .cccece - si 
Emery. 

No. 126......per doz. New Nets 
Oil Mounted. 


No. 7. +o.-..per dos. New Nets 
Arkansas Se = 
Washita No. 717 “ ee 

Oil—Unmonunted. 
Arkansas Hard per Ib. New Nets 
Arkansas Soft ” 
Lily White...... - ped 
Queer cooee - vs 
Waste, .cccccee  * ad 
Scythe. 
Black Diamond per sre. New Nets 
Crescent ........ yn 
Green Mountain.; “ = 
LaMolle ......e- md a 
- Quinine 
DOE cscces eooce! _ 
Red End ......0¢ ” 7 


STOPS, BENCH. 
-* b. Morrill pat- 


cecceee deter Gan, $11 @@ 
Noo 11 Stearns pat 
COUR cscs eeeee ” 10 660 
a a "Smith pat- 
ecccecece ” 7 ¢e 


STOPPERS, FLUE. 


Goamen PPTTTTTTTT . s ah B 
Geek, WO, Ba ccsccocs i ie 
Gem, flat, We. Bocce = 1 ee 
STRETCHERS. 
Carpet. 
Bullard’s +seeeee DOr dos. $3 90 
Excelsior ........ & 25 
Malleable Iren ... 7 
Perfection........ pes 6 3e 
ee sessve eescee - 4 6 


wa 
oO. Elwood, No. 1 Per, doz. Nets 
oO. S. Elwood, No. 2 


SWIVELS. 


Malleabie Iron ......per Ib. 
Wrought Steel ....per gro. 


0 10 
4 60 
TACKS. 


Bill ogy oA 6-oz., 26-Ib. 
xes, Bn SecscccccccceckS@ 


Uendincsend 6-oz., 26 Ib... 
boxes, per I 16%c 


TAPES, MEASURING. 
Asses’ Skin ..........-List & 40% 


THERMOMETERS. 
Tin Case....per doz 80c & § 1 25 
Weod Backs “ 200& 12 06 
Sc cenee ag 12 60 
TIES. 
Bale. 


Less than Carload Lots.......70% 


Mouse and Rat. wer Geese 

Sure Catch Mouse Traps.$ 2 

Vim Mouse Traps........ 2 $0 
ouse Traps. 2 40 


ps, 4 hole........... 11 26 
= Per Doz. 


Sure Catch Rat Traps....$ 0 85 
Dead, Easy Rat Traps.... © 90 


Packed in One Bushel Band Stave 
Baskets. 


List per Bushel 


Sure Catch Mouse Traps 
(860 Traps) ..........$ 6 25 
we Stop ed 


Traps) 
Short PStop Rat ‘Traps s (64 
Traps) 


Assorted Mouse and Rat Traps. 
List per Bushel. 


Sure Catch (216 Mouse 
ayese one 6 
 9992060¢¢as0'e0 $5 66 
short Piston acts Mouse 
26 Rat 
Traps) geeeecensesocss 5 40 
TROWELS. 
Atkins No, 6............ $19 60 
- BR Beccccccecces 26 50 


White Cotton. 
a 4-ply ......per Ib. 30c 


Cattle Wire — pot gery 
catch wee spoo 


3-ply and 6-ply Dale rots 22%4c 
VALLEY. 
BENGE cevaescsgenagccescceees 
Galv. formed or ‘vell...... «++ -60% 
Standard ..... o6eesees 30 to 40% 
VISES. 

Ne. 700 Hand, 

Inches .... 4% 5% 

WO cocees $11 15 18 00 14 85 
Ne. 701. In. 4 

DOR. cose [$11 15 18 00 16 70 
No. 1, Genuine Wentworth, 


Noiseless Saw....per doz. 9% 26 
No. 3, ae Wentwort h, 

Noiseless Saw. .per doz. 12 75 
Ne. 500, i reat Folding 

Btn 00 weeeede -per doz. 16 06 


barrel lots 
ee ee $6 25 


tee 


Ww. 
Over % in. 
per 100 ~ 


In 6/16 % 
10%c 9%c rie ar: 7 


WEATHER STRIPS. 


Metallic Stitched. 
Z in Ce ee Giecccesees $1 80 
in., © 360 Goccccccce 2 20 
Wood elt. 
% in., per 100 2. reneeud $1 56 
WH T.. POF TWO Be ccccccce 1 66 
Hitching - lb. N 
per ets 
Sash—f, o. b. Chicago 
Smatier lots, per ten....$47 60 
WHEEL BARROWS. 
Common Wood Tray........ $3 60 
Be SE ccccneceseceses sco Oe 
Steel ad garden oenheeunne 6 00 
WIRE. 
Plain guaestes wire, No. 8 
per i BE. escceeeccece -$3 70 
Galvanized barb wire, per 
ee ME sensenenceseses 10 


Wire cloth — Biack painted, 
12-mesh, pe @ aq. ft.... 2 36 

wi V4 tt D, 

cones Sos spool, eed 


Stove Pipe, per stone....... i 10 


WOOD FACES. 
50% off list. 


HES. 
6-in...40-10% 
8-in... 

10-in. . .40-10% 
id nit “6 12-in. ..40-10% 
Coes Knife-Handle, 6-in..40-10% 
- Ys 8-in. .40-10% 

“s 4 he 10-in. .40-10% 
12-in. .40-10% 


WRENC 
Coes Steel Handle, 


Coes All Patterns....... - 40-10% 
WRINGERS. 
No.7 Guarantee per doz. $655 60 
No. sBicycle 52 60 
Ne. “Domestic + 48 60 
No. 110, Brighton ” 43 50 
No. 760, Guarantee = 55 60 
Ne. 740, Bicycle we 62 60 
No. Pioneer - 29 00 
No. , Superb ° 29 00 
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